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Q. Who needs life insurance ? 


A. Every man or woman upon whom any 
person is dependent. Those who want to 
provide for the payment of an inheritance 
tax, or to protect business agreements. 
Boys and girls, for training in thrift. 


Q. What is the best type of insurance 
policy for your needs ? 


A. This question cannot be answered off- 
hand. It depends so much on your income, 
your responsibilities, your ambitions. But 
there 7s an answer, and a skilled Equitable 
agent can help you find it. 





Q. What is Business Life Insurance ? 


A. Insurance on the owners, the partners 
or the officers of a business, naming the 
business itself as beneficiary. This safeguards 
the interests of the surviving owners. 


Q. What change has taken place in the 
public’s attitude toward insurance ? 


A. Today more and more people see life 
insurance in its true light of ving insur- 
ance. It benefits the policy-holder himself 
as well as his family. 


The Equitable welcomes questions concerning 
life insurance. Your note to ‘‘The Equitable 
Counselor’’ at 393 Seventh Ave., New York, 
N. Y., will receive prompt attention by mail. 


- Cold Marble—with a Warm Heart - 
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THE EQUITABLE This is the famous Equitable statuary group. It was made 
fade deal many years ago. It represents Life Insurance Shielding the 


LIFE ASSURANCE Family —a symbol of the warmly sentimental joined with the 


SECURITY = PEACE OF MIND coldly practical. Life insurance is a shield, as millions of 


SOCIETY Americans can testify. I am proud to say that its strength 
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This Recruiting Book 


has proved its merit through helping Ohio National the 
General Agents and Managers in their recruiting work. loan 













“You Are Success Incorporated” visualizes to the pros- crab 
pective agent the future the life insurance business offers, fect 
and the advantages of representing The Ohio National. a 


This Recruiting book is available for each General Agent’s tax 
use. sing 


For a General Agent's contract write—JOHN H. EVANS, Vice-President ee 


THE OHIO NATIONAL LIFE INSURANCE COMPANY || |: 


CINCINNATI, OHIO am 


T. W. APPLEBY, President 
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Scan Effects of 
Bahamas Scheme 


Brings Possibility of Government 
Effort to Change Policy 
Loan Status 


WEALTHY AVOIDED TAXES 


Bought Policies in West Indies Life 
Company, Then Borrowed to 
Take Interest Deduction 





NEW YORK, July 1—The legally 
watertight system by which a number 
of wealthy Americans saved thmselves 
many thousands of dollars in federal in- 
come taxes through the formation of 
the Standard Life of the Bahamas has 
caused some concern that the Treasury 
Department may try to get a distinction 
made between policy loans and other 
types of indebtedness in respect to ex- 
emption from federal income tax. It 


is upon the law’s exemption of interest 
on any type of indebtedness that the 
success of schemes of the Standard Life 
sort hinges. 

Because a policy loan has some angles, 
such as not being subject to suit to col- 
lect by the creditor, it is possible that 
the Treasury Department might feel it 
could make out a case for treating such 
loans differently from an ordinary debt. 


How the System Works 


Recent publicity given the Standard 
Life transactions has aroused consid- 
erable interest in the system by which 
these large-scale tax savings were ef- 
fected. Incidently, it should be noticed 
that the conducting of operations outside 
the United States is not material to the 
success of the plan but merely enabled 
the participants to effect larger sav- 
ings than would have been possible in 
this country. For example, premium 
taxes would be an expense factor here. 
_ The system is that the insured buys a 
single premium contract on which the 
payment is so high that there is little or 
no amount at risk. However, the fact 
that there is little if any life contingency 
has no effect on the legality of the 
scheme since the plan could be worked 
with a retirement annuity type of policy 
having no benefits whatever. 


Saving on $1,000,000 Policy 


As an example of the Bahamas type 
of plan, an insured might buy a policy 
for something about $1,000,000, paying 
a single premium of almost that amount. 
The full cash value would be immedi- 
ately available for almost the entire 
amount of the premium, the difference 
being withheld as a margin for expenses 
of operation. Assuming that the policy 
were sufficently in excess of $1,000,000 
so that the loan value would be just $1,- 
000,000, there would be interest at 6 
percent amounting to $60,000. 

Having paid this interest, the policy- 
holder would be entitled to deduct $60,- 

(CONTINUED ON LAST PAGE) 


Henry E. North’s Agency 
Method Spelled Progress 





The retirement of Henry E. North as 
vice-president of the Metropolitan Life 
in the division of field management to 
become resident vice-president in charge 
of the Pacific Coast at San Francisco 
has more than usual interest for life 
insurance executives because Mr. North 
stood definitely for a certain type of 
agency management which has been fol- 
lowed by other leading companies and 
was being worked out in a large way by 
the Metropolitan. Mr. North is a bril- 
liant executive, and came up from the 
ranks of the Metropolitan with \. hich 
he started as an industrial agent in 
Brooklyn. He knows the _ industrial 
business thoroughly and from his wide 
practical experience and observation ar- 
rived at certain conclusions regarding 
the sale of life insurance which were 
more or less revolutionary at the time he 
adopted them and which he carried out 
on a large scale after he was placed in 
charge of the Metropolitan ‘field opera- 
tions. Moreover, several other compa- 
nies, notably the Mutual Benefit and 
Home Life are using somewhat the 
same system, although they have not 
carried his ideas out as far as he has 
himself. 

Distinction Is Pointed Out 


There may be a difference between in- 
dustrial and ordinary agency organiza- 
tions which would account for the dif- 
ference in the application of Mr. North’s 
ideas. Perhaps the most noted point of 
difference would come in the fact that 
Mr. North would require all the agents 
of a company to follow the plan whereas 
the ordinary companies which have been 
influenced by his theories have usually 
made it optional with their agents as to 
whether they would adopt it or not. 
Perhaps so much has gone into the mak- 
ing of these plans for other companies 
that it would be fair to say merely that 
Mr. North’s ideas have had an influence 
on them and that they are not his plan 
specifically. Also, it is possible that Mr. 
North’s plans could be carried out nearer 
100 percent in a small organization than 
in a great one like that of the Metropoli- 
tan. It may be, too, that the spirit of 
the times is somewhat against any form 
of rather strict regimentation in a large 
corporation or organization, even though 
making for greater efficiency. 

In simple, Mr. North’s idea was that 
the life insurance selling business could 
be standardized and practically the same 
presentation made to the public by all 
agents in all sections of the country. 
Of course Mr. North is too good a sales- 
manager to expect an agent to give a 
“canned sales talk” in the ordinary 
sense; in his method there is enough 
variation to get away from any crude 
presentation, but essentially it is a sys- 
tematized method of canvass which is 
virtually the same under all conditions. 
Other large and successful corporations 
have followed the same method and of 
course this is just one school of sales- 
manship which is discussed by sales- 
managers in all lines. Mr. North may 
well be said to have had a sound basis 
for his reasoning. Practically, his thesis 
was this: The life insurance business 








all through its history has been badly 
sold to the public. An unnecessary 
amount of ignorance and misrepresenta- 
tion has crept into the business with the 
result that much life insurance sold has 
been inaccurately presented to the pub- 
lic. The way to remedy this condition 
is for a large organization like the Met- 
ropolitan to tell its agents just what 
they should and should not say; that 
each form of policy should be presented 
in a certain way which would bring out 
the important facts and eliminate the 
partial truths and the untruths. And 
other companies would see the light and 
follow the plan with the result that life 
insurance selling would be revolution- 
ized. Certainly no one would quarrel 
with Mr. North’s thesis that life insur- 
ance should have a better presentation 
than it has had at the hands of many 
untrained agents. 


Some of the Difficulties 


But the difficulty came in carrying 
out this idea in a practical way. In 
the first place, the cost of supervision 
and education of a vast body of agents 
to the point where they would all pre- 
sent life insurance in the same manner 
would necessarily be very great. Then, 
aside from the cost, could a great body 
of men be taught to do things all in 
the same way, to be regimented and 
trained to act like an army? If Mr. 
North’s method were the best and sound- 
est one for selling life ‘insurance it 
might be expected that in the course 
of time it would become the one most 
generally used, but to put this system 
in at a given time with a considerable 
degree of direction and authority from 
above might prove to be a more difficult 
matter. 

Beyond a few rumors and intimations 
that the North system was not working 
out as well in the Metropolitan as had 
been hoped for, there is no reason for 
assuming that the North plan has failed 
even partially. The fact that he remains 
with the company in an important ca- 
pacity as well as that his brother, C. J. 
North, is placed in charge of field educa- 
tion and sales promotion in the division 
of field management shows that there 
will be no great change in Mr. North’s 
plans in the Metropolitan. 

The North plan has been under dis- 
cussion in agency executive circles out- 
side the Metropolitan perhaps more than 
any other and there has been specula- 
tion as to its practical workings. One 
guess is as good as another but it is 
reasonable to presume that a modifica- 
tion of the North plan, giving more 
play to the individual agent, placing 
less of a burden on the managers for 
operating a plan in which some of them 
were rather lukewarm and perhaps elimi- 
nating the compulsory features as well 
as much of the expense of operation and 
supervision, is likely to result. Regard- 
less of developments Mr. North is to be 
given credit for having fathered one of 
the big ideas in agency management and 
one which is bound to have a greater or 
less effect in both the industrial and or- 
dinary business. 





Complete Denver 
Speaking Program 


Twenty-Nine Field Men Will Ap- 
pear on National Life Under- 
writers Card 


VARIETY IS PROMISED 


Nineteen to Participate in Seminar Ses- 
sions—Million Dollar Round 
Table Hour New Feature 


The record-breaking number of 29 
field men will appear on the main pro- 
gram of the annual convention of Na- 
tional Association of Life Underwriters 
in Denver Aug. 23-27, according to O. 
Sam Cummings of Dallas, national pro- 
gram chairman. 

Beginning on Wednesday morning 
and continuing through to the final ses- 
sion on Friday, the convention, designed 
particularly for the “average” producer, 
will present field men with outstanding 
ideas on various phases of selling. Eight 
will appear on the “Million Dollar 
Round Table Hour,” one of the features 
of the opening session, while 19 more 
are scheduled to take part in the three 
seminar groups Wednesday afternoon. 


Friday Morning Speakers 


_ On the main program Friday morn- 
ing will be Bert C. Nelson, Northwest- 
ern Mutual, Milwaukee, and Joseph M. 
Gantz, Pacific Mutual, Cincinnati. Mr. 
Nelson will speak on “Prospecting That 
Brings More and Better Sales,” while 
Mr. Gantz will deliver his noted talk, 
“Life Insurance Can Be Merchandised.” 

At the opening session the following 
“millionaires” will take part in the spe- 
cial “Round Table Hour,” a new con- 
vention feature: ‘Grant Taggart, Cali- 
fornia-Western States Life, Cowley, 
Wyo.; Stanley E. Martin, State Mutual, 
Columbus, O.; Ron Stever, Equitable of 
New York, Pasadena; John O. Todd, 
Northwestern Mutual, Minneapolis; Dix 
Teachenor, Kansas City Life, Kansas 
City; A. J. Ostheimer, 3rd, independent, 
Philadelphia; H. K. Nickell, Connecticut 
General, Chicago; and A. C. Bayless, 
Southland Life, Houston. 


Seminar Session Features 


Scheduled to speak at the three semi- 
nar sessions Wednesday afternoon are 
the following: C. Vivian Anderson, 
Provident Mutual, Cincinnati; Harry 
Andrews, Provident Mutual, Tacoma; 
Franklin W. Ganse, John Hancock, Bos- 
ton; E. A. Hasek, National Life of Ver- 
mont, Kansas City; Phinehas Prouty, 
Jr., Massachusetts Mutual, Los Angeles; 
Mrs. Mahala Russell, John Hancock, 
Boston; John A. Witherspoon, John 
Hancock, Nashville; W. Rankin Furey, 
Berkshire Life, Pittsburgh;. Miss Her- 
mine Kuhn, Equitable Society, New 
York; George H. Schumacher, Massa- 
chusetts Mutual, Cleveland; Ralph E. 
Talley, Penn Mutual, Knoxville; Arthur 

(CONTINUED ON LAST PAGE) 
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Crusaders for Change in Gain and Los¢ 
Exhibit Face Monumental Job 


Those life insurance leaders who are 
crusading for a change in the gain and 
loss exhibit in the annual statement 
blanks have a monumental job. None 
of them seéms to have the illusion that 
this is not true. 

The blanks committee of the National 
Associatién of Insurance Commissioners 
at the meeting in Philadelphia last week 
took no action on the suggestion made 
by some of the actuaries that the gain 
and loss exhibit be modified, or even 
eliminated. The charge was made by 
some actuaries that the information 
developed in this exhibit was used to 
the detriment of companies by so-called 
insurance counselors, twisters, and their 
ilk to try to prove that there was some- 
thing wrong with legal reserve life in- 
surance. The blanks committee evident- 
ly was in no mood to make any change 
in this regard at this time. 

At the recent annual meeting of the 
American Institute of Actuaries, C. O. 
Shepherd, assistant actuary Travelers, 
filed a one-half pound treatise on the 
subject. He said that the projects must 
be pondered and discussed. Changes in 
the gain and loss exhibit are likely to 
have repercussions throughout the an- 
nual statement blanks and when a 
recommendation is made it should be an 
integrated one. 


Contains Bookkeeping Fiction 


Fundamentally, the actuaries do not 

like the gain and loss exhibit because it 
contains bookkeeping fiction. It dis- 
tresses their sense of honesty. For an- 
other thing, the gain and loss exhibit is 
set up in such a way that from it can be 
extracted a true picture of the operating 
results only with difficulty and by ex- 
perienced analysts. Moreover, and this 
is the factor that seems to give the sub- 
ject immediate importance, critics of in- 
tegrity are led into making improper de- 
ductions from the exhibit and venal 
critics are provided with ammunition 
with which to deceive their audience. 
‘ A superficial reading of the gain and 
loss exhibit by persons not familiar with 
life insurance fundamentals would indi- 
cate that the companies are extravagant 
and are not living within their budget, 
because their expenses exceed their load- 
ings for expenses; that the companies 
are guilty of gross overchargement, 
because their mortality cost is only 
about one-half of what it is calculated 
to be, and that the companies enrich 
themselves when a poor policyholder 
can hold on no longer and surrenders. 


Not Actual Gains and Losses 


Of course, these are bookkeeping 
gains and losses rather than actual 
gains or losses. The earmarking of 
these dollars is artificial and arbitrary. 
They indicate the mathematical proc- 
esses that the actuary performed in ar- 
riving at a premium charge that would 
produce enough revenue to cover the 
cost, but they give a misleading picture 
of the operating results. 

The solution is not easy. For instance, 
the American men table rather than the 
American experience table of mortality 
might be utilized in projecting the mor- 
tality charge. That would bring the 
mortality item in line. The “expected” 
mortality and the actual would be very 
close. However, the company can’t af- 
ford to forgive the amount of premium 
that such a change would produce. 
Pitching the rate on a lower expected 
mortality would result in a deficiency 
of premium income as compared with 
what W. H. McBride of the National 
Life & Accident referred to at the Amer- 
ican Institute meeting as “contractual 
strain.” The money has to be collected 
no matter what formula of justification 
is employed. Accordingly there must 


pense loading or a lower interest earn- 
ings assumption must be used. But 
there are plenty of objections that can 
be cited to such a course. 

One virtue of a redundant mortality 
table is that the gain from that source 
is rather constant. On the other hand, 
if a lower interest assumption were em- 
ployed, the gain would fluctuate sharply, 
particularly in such a period as the past 
few years have been. 

For instance, a drop of % of 1 per- 
cent from a 5 percent interest earnings 
level is a 20 percent cut. 

The use of the American experience 
table produces automatically a hidden 


element of profit in the reserves. Be- 
cause that profit is tucked away as a 
portion of reserves, it is placed beyond 
the reach of those who might be in- 
clined to be too liberal in payment of 
dividends to stockholders or policyhold- 
ers if it were not so anchored. If that 
profit should appear in the bookkeeping 
entries as a saving in respect of the ex- 
pense loading, then its conservation 
would depend to a much greater extent 
on someone’s judgment. 

There is a difference in viewpoint in 
this respect between non-participating 





and participating companies. If the 
American men table were employed and 





View Management Practices at 
Annual Texas Conference 





The annual conference of the Texas 
life managers and general agents in San 
Antonio was characterized by a sincerity 
of purpose and a determination to face 
present conditions. 

In discussing “Successful Agency Con- 
tests,” <A. Raines, Dallas, Great 
Southern Life, urged proper deliberation 
before the start of a contest on the set- 
ting of a definite objective, its suitability, 
rewards for agents, and limiting the time 
of the contest so that it does not drag. 
Results should be studied and costs and 


favors the sudden announcement of con- 
tests. July, August, September and De- 
cember are the best months for contests 
in his experience. There is danger of a 
poor quality of business. 

W Seale, Corpus Christi, Tex., 
accountant and attorney, discussed “Life 
Insurance and Taxation.” A life insur- 
ance program calls for a consideration 
of the different taxes of the federal and 
state government and requires a detailed 
knowledge. Wills of certain types, he 
explained, often increase the tax paid 
by an heir or heirs rather than decreas- 
ing the taxes as the writer of the will 
had planned. 


Check Unlawful Practices 


Hugh Farrell, San Antonio, Texas 
insurance department investigator, told 
“How General Agents and Managers 
Can Cooperate with the Insurance De- 
partment.” He outlined how the depart- 
ment is checking the operation of fraud- 
ulent and unlicensed agents. He urged 
that all insurance agents watch for any 
violation of correct practices and give 
such information to the state department. 
Conservation and its importance to the 
manager was discussed by Davis Faulk- 
ner, vice-president of the Seaboard Life 
of Houston. Conservation of agents is 
an important factor in the conserving of 
business because many times buyers of 
insurance are displeased because they 
learn an agent is not with the company, 
and as a consequence lapse the insur- 
ance. He urged that agents be trained 
and aided in the development of quality 
business. Lapses are costly to managers 
and agents as well as companies, Mr. 
Faulkner said. 


Must Have Satisfactory Plan 


A round table study on financing 
agents was conducted by L. C. Bradley, 
vice-president and agency director of the 
Fidelity Union Life; O. D. Douglas, 
Texas general agent Lincoln National 
Life; S. J. Hay, Dallas, president Great 
National Life, and Mr. Faulkner. 

The class of men considered desirable 
can no longer be secured without some 
satisfactory plan to assure them a living, 





be a compensating increase in the ex- 





said Mr. Bradley. O. D. Douglas stated 


the value of the results compared. He. 





that it is unwise to employ agents who 
can not finance themselves at least three 
to six months. Any man who has been 
successful in his previous occupation has 
a reserve that will carry him through 
this period of time. A man who has 
not this reserve is undesirable. Mr. Hay 
stated that the problem lies in correct 
selection and said that less than a year 
is an insufficient time in which to sell 
a successful and desirable man on life 
insurance. A man may be _ financed 
safely if he has been making more money 
in his prior work than the amount of 
the money advanced. Mr. Bradley urged 
that the agent be aided through encour- 
agement to build his own credit and con- 
sequently prestige so that he may go 
out and sell. 


Tells of Manager’s Job 


R. R. Lee, vice-president and agency 
director of the Southwestern Life, out- 
lined the “Manager’s Job.” The man- 
ager should make a careful check of his 
records to see whether his men measure 
up to the standards which have been 
set for successful life underwriting. He 
should add new men to his agency force 
from time to time to prevent stagnation 
within the agency. The proper selection 
of agents reduces the lapse ratio. A 
manager with a high standard of quality 
for agents will appoint fewer men but 
will have a smaller turnover in agents 
and a lower lapse ratio. 

The need for improvement in quality 
is more important today because of the 
drastic lowering of interest rates, accord- 
ing to Mr. Lee. Cooperation between 
managers and the company has reduced 
the lapse ratio of the Southwestern Life 
from 17.7 percent in 1932 to 7 percent 
in 1936, he said. This means that the 
average life of its policies has been 
increased from seven to over 12 years. 
On the basis of present interest earnings 
it takes about seven years to get out of 
the red on each policy. This increase 
in the average life of policies offsets a 
90-cent per thousand increase in regular 
life rates. At least 50 percent of this 
improvement was due to improved con- 
ditions and the remainder to the im- 
provement in the quality of business, 
said Mr. Lee. 

Eliminate Agents 


The improvement campaign began in 
1930 when the company paid commis- 
sions to approximately 1,000 agents on 
$42,615,362 business. In 1936 it paid 500 
agents commissions on $39,925,871 busi- 
ness. The average income of South- 
western Life agents in 1936 was $1,800 
and an average of $2,100 per agent is its 
objective. 

Mr. Lee urges that managers prospect 
for agents as the agent prospects for 
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ing the expense loading, then the mut 
companies might be made to appear { 
be in the position of making a straigh 
overchargement. That would play int 
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in respect of expense loading and th 
gain in respect of mortality usually jus 
about balance. That creates an oppor 
tunity for the detractors to say th: 
these companies are spending twice 3 NEW 
much as their budget calls for on th S 
chance that the mortality will be onegpa!! Sat 
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tion that a legal standard of solven 
can be selected as a reliable index t 
surplus changes that would at the sam 
time disclose the facts of the business 
and show its mathematical concepts. 
other words, he contends, the leg: 
standards of solvency is simply that ani 
nothing more. Components of the legal 
reserve are meaningless as an interpre 
tation of the operating results. 

_ What he advocates is to convert the 
lines on page 10 into a revenue account 
showing in one place the contractual 
revenue and below that the contractual 
strain including claims on an incurred 
basis and the reserve increase. There 
should also be deducted the insurance 
expense, which would leave the under. 
writing margin. 
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_ The actuary is very much interested 
in getting at the actual underwriting 
profit, eliminating from consideration 
the fluctuation in assets. The actuary 
is more interested in the results of the 
actual insurance operations. He goes on 
the theory that the fluctuations in the 
value of assets will offset each other in 
the course of time. 

One difficulty in making such a de 


















termination from the annual statement pus 
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Smrha Position Upheld them 
GRAND ISLAND, NEB., July 1-9?" 
District Judge Kroger has sustained the 
position of Insurance Director Smrha M 
that a policyholder cannot maintain an th 4 
action against a life company for ap- Ho 
pointment of receiver, and that only. the re _ 
department can make such application. a 
The motion was filed by Mr. Smrha in ste 
the suit now on trial where, in addition ber 
to asking $265,000 from three directors eis 
of the Pathfinder Life, a policyholder pi. 
asked for a receiver. The court indi- bey 
cated that to permit any policyholder "Th 
to maintain a receivership action would “ d 
be to open the door to as many such pov 
applications as there are policyholders, ‘ aa 
which would destroy any company. gree 
agree 
tions 
i 
buyers. Quality selection of agents gives ove 
the manager more time to devote to & agree 
important duties which need attention. B comp 
The Great American Life conducted-2 f agreg 
sightseeing tour of the city and vicinity F to re 
for the visitors. In the evening 4 Th 
“Night in Mexico” was staged in the § yr. : 
Spanish governor’s palace. er ar 
Alva Carlton, Houston, read a resolu- is 
tion for the establishment of-a chair o! ties 





life insurance in the University of. Texas, 
and asked that the managers and general 














agents indorse it, which they. did. 
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. K. Sargent of 
Mutual Life Dies 


ice-President and Manager of 
Agencies of New York 
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ball Sargent, vice-president and manager 
bf agencies Mutual Life of New York, 
died June 25 at his home in Old Green- 
ich, Conn., after an extended illness. 
He was 64. Death was due to coronary 
hrombosis. He had been off duty for 


be one 



























r the no 
solven 


index tj 

he sam@pome months. Mr. Sargent would have 
businesiompleted 50 years with the Mutual 
Pts. IW ife next year, having joined its Boston 
le legs : 

that anampsency in 1888 as an office boy. 


Mr. Sargent went to the home office in 
1902 as inspector of agencies to assist 
Superintendent of Agencies George T. 
Dexter in establishing the branch office 
system which gradually supplanted the 
ompany’s general agencies as their con- 
racts expired. When he succeeded Mr. 
Dexter he continued with this work, al- 
ways on the principle that appointments 
should be made from within the com- 
pany’s ranks, 
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So steadfastly did he adhere to this 
doctrine that today every one of the 
Mutual Life’s large corps of agency 
managers has behind him a considerable 
period of service with the company pre- 
ceding his appointment as manager. 
That Mr. Sargent picked his managers 
wisely is indicated by their refusal to 
jon other companies. A prominent 
manager who has been with the com- 
pany since before it established its 
branch office system said he could not 
recall any instance of a Mutual Life 
manager resigning to become general 
agent or manager for another company. 

As agency managers the Mutual Life 
appoints not only outstanding personal 
producers but agency organizers, agency 
cashiers, district managers and agency 
supervisors. The agency organizer’s job 
Is to recruit new agents and supervise 
them in their first year. The agency 
supervisor's work is largely educational. 
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ee 
A be Believed in Agent’s Dignity 
— Mr, Sargent was a strong believer in 
- ap- the dignity of the life agent’s profession. 
y. the However, he was not against the part- 
ition. | me agents idea if these agents were 
na in @ Selected} with the thought that they 
ition WOuld become full time agents. He par- 
ctors jm ‘icularly favored this plan in the rural 
older jm Sections. It was a source of great grati- 
indi- | ‘cation to him to see many of the part- 
sider # me agents become full-timers. 
ould Though a firm believer in a high 
such @ Standard of ethics, Mr. Sargent would 
ders, J °t sign the inter-company anti-twisting 
agreement under which cdmpanies 
agreed to report to each other applica- 
—= § tons which it is known will replace ex- 
sl — insurance. While more than com- 
: Sa plying with the specifications of the 
ion, @ *8teement, Mr. Sargent believed that 
sda fy Companies should be able to live up to 
nity agreed-upon standards without having 
ae to resort to written agreements. 
‘al Through the field and the home office 
t. Sargent was known as a hard work- 
ad A oes a man of unimpeachable fairness. 
a ~'8 conscientiousness in fulfilling his du- 
aa ties resulted in his handling personally 
cil Many functions that other executives 





Called to Colors 














ALEX B. 


CUNNINGHAM 


Alex B. Cunningham, treasurer of the 
Montana Life, who is secretary of the 
Financial Section of the American Life 
Convention, will undoubtedly take 
charge of the section and preside at the 
annual meeting in Chicago in October 
due to the death of J. E. McPherson of 
the Business Men’s Assurance, who was 
chairman. Mr. Cunningham was in line 
of succession for the chairmanship next 
fall but the exigency will call him to 
the colors at once. 








pany, for his talks, though sincere and 


in the company’s behalf that he inspired 
the great loyalty which the field and 
home office felt for him and the com- 


tthe country finds it impossible to ac- 


Observations Made at 
Commissioners’ Meeting 


By C. M. CARTWRIGHT 


The National Association of Insur- 
ance Commissioners at its meeting in 
Philadelphia, voted to continue its zone 
examination plan and although there are 
some rough spots and a certain amount 
of criticism is directed at the method, 
it has only been in operation about five 
months. Most of the commissioners felt 
that it had succeeded very well consider- 
ing the fact that it is new and that as 
experience goes on, it can be modified 
and improved. The feeling is now that 
the states are much better satisfied in 
that convention examinations will be 
more comprehensive and geographically 
represented. Secretary J. G. Read of 
Oklahoma acknowledged that although 
he voted against the plan at the start, 
he felt that it should be continued and 
that the results are more satisfactory 
than he had anticipated. 


Machinery Been Revamped 


The constitution and by-laws of the 
organization have been revamped and 
modernized and the committees com- 
bined so that they mean something. Pal- 
mer of Illinois can be given credit for 
bringing about this overhauling of the 
rules and regulations. The organization 
is now more compact, committee chair- 
manships and memberships mean some- 
thing and it is thought that hereafter 
the machinery will run in a much 
smoother manner. The organization 
composed of state officials from all over 


complish much between meetings, al- 
though naturally considerable business 





(CONTINUED ON LAST PAGE) 


can be dispatched by correspondence. 








might haye delegated to subordinates. 
It was by this sort of tireless work 





The National Association 


68th annual Convention. 


their policyholders. 


Independence Square 


The Commissioners 


last week honored Philadelphia by holding in our city their 


In so vast a multiform business as insurance,—with its 
infinite ramifications in every channel of financial, economic, 
domestic, and individual life,—problems of policy, to be re- 
flected in legislation or in departmental rulings, are constant- 
ly arising. Approximate uniformity of decision is desirable 
in their solution, to minimize irritation, confusion, expense to 

_ companies operating in several or all of the states and to 
Hence the annual Convention of this 
body of administrators,-who are clothed with so much au- 
thority, and whose word has strong influence in the various 
legislatures,—supplies a pericdic opportunity for the face- 
to-face discussion of all angles of their problems, with “meet- 
ing of the minds” the more likely to be attained. 


The country’s Insurance Departments have the willingly 
effective cooperation of every company, of every kind, which 
regards itself as the servant of its policyholders. 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. H. KINGSLEY, President 


of Insurance Commissioners 


PHILADELPHIA 


It is only possible to have interim-com- 
mittee meetings now and then. 

In the past there has ‘been a lack of 
cohesion and definiteness in the meet- 
ings. Indications are now that the com- 
mittees will have definite assignments 
and almost all of them will see the ne- 
cessity of meeting and making a report. 
Pink of New York, chairman of the ex- 
ecutive committee, at its meeting de- 
clared that it should assume an attitude 
of leadership. It should not wait for 
something to arise but studying condi- 
tions and watching the omens in the 
skies, should suggest to the committees 
lines of thought which they should fol- 
low and researches which they should 
make. The committee recommended, 
and its report was adopted, that all com- 
mittees make their reports to the execu- 
tive committee prior to its meeting so 
that they can be thoroughly digested 
and discussed. The executive commit- 
tee therefore will recommend subjects 
to the various committees aside from 
others that may arise and the commit- 
tees are to go over them carefully and 
report back their recommendations to 
the executive committee. 


More Time for Committees 


It is evident that more time must be 
allotted to committee hearings and 
meetings. For instance, at Philadelphia 
the examinations committee which was 
considering the zone system which was 
put into effect following the Hot 
Springs meeting should have had one- 
half day for that subject. It was a very 
important question that the commission- 
ers discussed. It has many angles to it. 
Many were not heard and there was not 
the opportunity for a general expression 
of views that would have been exceed- 
ingly helpful. It would seem that an 
entire day or even more should be 
given to committee work, and the meet- 
ings would not overlap. Sometimes a 
commissioner is on two or three com- 
mittees and he desires to attend all of 
them. Indications are that the commit- 
tees will function much more effectively 
than they have in the past and hence 
their meetings will be of greater mo- 
ment. It is proposed that hereafter just. 
prior to the convention sessions proper 
there will be ample time given to com- 
mittees. A number of set addresses 
could be cut in order to provide more 
opportunity for committees to function. 


Entertainment Program | 


The entertainment offered by a city 
in which the convention is being held 





has reached the point where undoubt- 
edly the executive committee will have 
to decide just how much time can be 
allotted and when to pleasure pursuits. 
At Philadelphia the first morning ses- 
sion was abruptly closed because the 
crowd had to go to Independence 
Square to witness the old time fire fight- 
ers. Then on the second morning.:a 
hasty adjournment had to be taken to 
go: to Congress Hall where a special 
ceremony had been arranged. The loéal 
insurance people take great pride in 
offering hospitality and in trying to im- 
préss on everyone the generosity of the 
locality. That is wholesome and yet at 
times there is entirely too much enter- 
tainment which interferes with the or- 
derly working of the convention. Chair- 
man Pink of the executive committee 
undoubtedly will take into consideration 
not only the committee work of the con- 
vention but the entertainment features 
so that the latter will not interfere with 
the convention itself. 

Palmer of Illinois in his telegram of 
greetings and will, sent from his 
home ‘at~“Springfield, Ill.,- where he is 
recuperating from a serious appendicitis 
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Fete Bankers Life of Lincoln 50 Yearg' 


Unity of Pur Purpose 
in Nebraska Firm 


Father to-Son Management Tra- 
dition ‘Has Brought Not- 
’ able Stability 


CONTROL IS ANCHORED 


Growth of the Institution Is Linked 
with the Wilson, Cook and 
Ames Families 


By HOWARD J. BURRIDGE 


Last week the life insurance spot- 
light of the middle west was focused on 
Lincoln, Neb., where the Bankers Life 
of that city ‘was holding its impressive 
and efficiently staged fiftieth anniversary 
convention. It was a milestone suitably 
observed in the city of the plains that 
has been made famous by William Jen- 
nings Bryan, Willa Cather and the uni- 
cameral legislature. 

An event of this kind rather naturally 


prompts one who has more than just a 
passing interest in the sound life com- 
panies of the country to delve below 
the surface a bit to determine what it is 
that made the company so obviously 
successful. 

In the case of the Bankers Life, the 
answer is both simple and quickly found. 
It is that since 1890 the management 
and ownership has been vested in only 
three families. One generation of each 
family has succeeded another with con- 
stantly increasing momentum. The 
original ideals and principles have been 
carried on unchanged. There has never 
been any question as to where the con- 
trol would be lodged. This father-to- 
son operating of the company has been 
chiefly responsible for creating the sta- 
bility and. unity’ of purpose that has 
brought the Bankers of Lincoln through 
its first half century on such an even 
keel. : 

(CONTINUED ON NEXT PAGE) 








President’s Review of Half... 
Human Appeal 


Century Has 





When President Howard S. Wilson 
gave his review of the first 50 years of 
the Bankers Life, he brought to the 
convention what to many was its out- 
standing address. He did not try to 
cram into his talk mention of every- 
thing that had ever happened to the 
company. Instead, he selected the de- 
velopments that had a human interest 
value. He used statistics sparingly. In 
other words, he made an entertaining 
and diverting talk out of what might 
have been only a dull recitation of facts. 

Mr. Wilson began by saying that 
because of the heavy mortality among 
corporations, time becomes important 
with the passing of the years. A 
fiftieth anniversary is far from ordinary. 
In the past 26 years, more legal reserve 
life companies have gone out of busi- 
ness for one reason or another than are 
now in existence. There are only 42 
legal reserve companies in the country 
older than the Bankers. If the reor- 
ganized Pacific Mutual be counted as a 
new company, then there are only four 
legal reserve companies west of the 
Mississippi that are older than the 
Bankers. 


Describes Environment 
of the Bankers Life 


Mr. Wilson pointed out that Nebraska 
has no natural resources; no mines, oil 
or navigable rivers. It depends entirely 
upon the value of its land. The Bankers 
Life’s home city is surrounded on all 
sides, and for hundreds of miles, by 
what is strictly an agricultural area. Mr. 
Wilson described the Lincoln of 1887— 
the year the Bankers was organized. He 
said that all of the life insurance being 
written in the town at that time was 
through the agencies of only seven com- 


._panies—Connecticut Mutual, Manhattan, 


Mutual Benefit, New York Life, North- 
western Mutual, Union Central and 
Union Mutual of Maine. 

The Bankers was incorporated April 6, 
1887. Its first office was a small back 
room of the original Richards Block. 
Its first president was W. A. Lindly. 
The early contracts were all issued on 
the quarterly renewable plan with a 
stipulated premium. There were no 





periods of grace, no loan values, no ex- 
tended insurance and no maturity dates. 
The last one of these contracts was is- 
sued in 1889, but there are still 18 of 
them in force totalling $33,000. 

In 1890 the company was reorganized. 
At that time it had assets of $126,266 
and insurance in force of $1,400,000. D. 
W. Cook, John H. Ames, and N. S. 
Harwood, men of large interests, took 
it over. A year later W. C. Wilson, 
father of the present executive head, be- 
came its active manager, and from then 
its real progress began. 

Early in the 1890’s, the company de- 
cided to develop its business on the de- 
ferred dividend plan. For 20 years sales 
of new business were confined almost 
exclusively to this type of contract. By 
the time the Bankers reached its 25th 
milestone, it had $5,818,196 of assets and 
$38,000,000 in force. In 1921 agents 
contracts were reformed, and for the 
first time specific territory was assigned 
to general agents. Year by year, more 
and more annual dividend and non-par- 
ticipating business was written, and 
much less on the deferred dividend plan. 
In 1929 the writing of deferred dividend 
contracts was discontinued entirely. 

Mr. Wilson mentioned that in the 
earlier days the company had invested 
the larger part of its assets in farm 
mortgages. It had made no investment 
in bonds up to the time of the world 
war. Today its Bo yg portfolio is 
diversified, but Mr. Wilson said he is 
still a strong believer in the farm mort- 
gage under normal conditions. 





Eleven Have Represented 


Bankers Life 25 Years 





Oceadibit Ms Marked 
by 4-Day Roundy 


Top Producers and Families, Num 
bering 250, Throng Home 
Office City 


WELL BALANCED PROGRAI 


Ivan Devoe, Agency Manager, Pro 
duced Smooth Running Convention— 
Gov. Cochran Brought Message 


Nebraska’s oldest life company, th 
Bankers of Lincoln, celebrated its fiftieth 
anniversary by holding a four day golde 
jubilee agency convention in its hom 
city. Its leading producers and the; 
families, comprising a group of 250, wen 
to the big round-up as a reward fo 
having turned in a 16 percent increas 
in paid for business over the same perio( 
of last year. 

Ivan L. Devoe, manager of agencies 
was in charge as general chairman. H 
did a thorough-going job. Each day wai 
divided into one business session and ? 
program of entertainment. There wa 
naturally much of the historical abou 
the meeting. Several of the speakers 
showed in one way or another how the 
company had laid down its original four- 
dation, upon which the later structure 0 
the institution was built. 


Governor Cochran of Nebraska openeif 


the convention with greetings from his 
(CONTINUED ON PAGE 16) 











There are 11 members of the field 
force of the Bankers Life of Nebraska 
who have been with the company for 
25 years or more. . Mosgrove, 
Lincoln, Neb., heads the list with 37 
years of continuous service. The others 
who have rounded out a quarter of a 
century or more are H. B. Hetrick, 
Omaha; G. W. Secord, Lincoln; W. O. 
Miller, Kansas City, Mo.; E. F. Good- 





rich, Topeka; A. J. White, Utica, Neb.; 
T. M. Patterson, Plattsmouth, Neb, 
C. F. Buehrer, Geneva, Neb.; B. W. 
Booth, Valley Falls, Kan.; R. C. Har. 
ris, ‘Omaha, and J. C. Laming, Tonga- 
noxie, Kan. 

Thase 11 had their names displayed in 
a special place in the printed program 
and were especially referred to by Pres- 
ident Wilson in his address. 





OFFICERS OF BANKERS LIFE AT HEAD OFFICE RALLY 





H. S. WILSON 
President 


F, M. SANDERS 
~ - Secretary... 


E. C. AMES 
Vice-president 


D. W. COOK 
Vice-president 
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Motion During Conclave 








IVAN DEVOE 
Manager of Agencies 








nity of Purpose 
in Nebraska Firm 


(CONT’D FROM PRECEDING PAGE) 


Before reviewing how the company’s 
growth has been linked to the Wilson, 
ook and Ames families, it might be 
just as well to make clear the fact that 
he Bankers Life of Nebraska is not 
only 50 years old, it is one of the im- 
portant, permanent life companies of the 
middle west. It has 60 general agents, 
and 450 agents in 13 states from Oregon 
to Pennsylvania. It has about $125,- 
000,000 of life insurance in force, assets 
of about $40,000,000, and this year is 
putting business on the books at the 
rate of $18,000,000 annually. The figure 
is comfortably over $9,300,000 of paid for 
business for the first half of 1937, an in- 
crease of 16 percent. Such a company 
— an institution to be reckoned 
with. 





Bankers Formed 20 Years 
After Nebraska Became State 


Nebraska had been admitted to state- 
hood only 20 years, when the Bankers 
Life was incorporated April 6, 1887. 
Three years later it was completely re- 
organized and W. C. Wilson, father of 
the present executive head, was made 
general manager at a salary of $150 a 
month. It was from this date that the 
teal history of the company began; first 
because it marks the year when W. C. 
Wilson became the driving force behind 
the company, and second because John 
H. Ames and Dan W. Cook, Sr., also 
came with the company at that time. 
Mr. Wilson soon became president, Mr. 

ook vice-president, and Mr. Ames vice- 
president and the new corporation’s first 
general counsel. 

Mr. Wilson remained at the helm until 
his death in 1918. When his. son, 
Howard S. succeeded him as the Bank- 
ers titular head he was the youngest 
President of a legal reserve life company 
in the country. Thus, father and son 
have headed the company’s official family 
Since the turn of the century. 


Sons of Cook and Ames 
Are Now Vice-presidents 


Dan W. Cook, Sr., served as vice- 
President from 1890 to 1916. Since his 
death 21 years ago, his son, Dan W. 
Cook, Jr., has held the office. John H. 

mes was vice-president and general 
Counsel from 1890 to 1911, the year of 
his death. Since then his son Ernest C. 
Ames, has occupied that position, being, 
Owever, vice-president and actuary 





rather than vice-president and general 
counsel. 

It is this triumvirate of Wilson, Cook 
and Ames, carrying along from one gen- 
eration to another, with no alteration 
of traditions or objectives, that has sunk 
the roots of the company so deeply in 
the soil of success. It gives the Bankers 
an unique distinction. Other personali- 
ties, past and present have naturally con- 
tributed to its upbuilding, especially Sec- 
retary Fred M. Sanders, Treasurer E. B. 
Drake and General Counsel C. Petrus 
Peterson. 





Convention Notes 


Every business session of the Bank- 
ers Life of Nebraska convention was 
opened with community singing. Ivan 
W. Smith, McCook, Neb., was the song 
leader and George F. Garrison, Seneca, 
Kan., the pianist. 

*« * 

A special and separate program for 
the ladies, outlining the day-by-day ac- 
tivities prepared for them, was dis- 
tributed. 

Two enjoyable teas were attended by 
the ladies. One was at the home of 
Mrs. William Cook Wilson, mother of 
President Wilson and at the other, Mrs. 
E. C. Ames, wife of the vice-president 
and actuary, was the hostess. 

* *K * 


On the first day of the convention, the 
thermometer stood at 106. Next day it 
registered 102, but on the third day the 
heat wave was broken by the arrival 
of a thunder storm. 

* * x 

One of the guests was Morris Friend, 
a retired business man of Lincoln. Mr. 
Friend was the first man to purchase a 
$5,000 policy from the company nearly 
50 years ago, and a serious illness a 
short time after the policy was issued to 
him caused great worry to the company 
officials for the reasons that its surplus 
was less than $5,000 at the time. 


Reliance Life Convention 


Three-Day Outing and Meeting Is Held 
at! Colorado Springs; Disability 
Coverage Stressed 








Several talks on sales pointers and 
use of accident and health in stimulat- 
ing life insurance production featured 
the three-day convention of the west- 
ern units of the Reliance Life of Pitts- 
burgh at Colorado Springs last week. 
All offices west of the Mississippi had 
delegates, while the Chicago office was 
the only one east of the river to send 
men, all other eastern and southern of- 
fices being represented at the convention 
held early in June at Asheville, N. C. 

Speakers included: G. V. Cleary, Chi- 
cago, discussing value of exchanging 
ideas with other agents; J. N. Jamison, 
executive vice-president; N. J. Adams, 
assistant superintendent of agencies 
western division; T. J. McKenna, vice- 
president; Dr. I. K. Gordner, assistant 
medical director; R. E. Wood, publicity 
director; J. F. Johns, superintendent of 
agencies for the east; G. G. Lamar, su- 
perintendent of agencies for the south; 
B. A. Perry, Houston, “Use of Accident 
and Health Insurance as a Help in Sell- 
ing Life Insurance”; W. R. Harper, St. 
Louis; A. D. West, assistant secretary; 
B. L. Sichelstiel, assistant secretary for 
accident and health; J. H. Layton, as- 
sistant secretary. President A. E. Braun 
was unable to be present so a phono- 
graph record of his talk was given. 

Jack Emerick, Waukegan, Ill. was 
presented the cuo for turning in the 
most paid-for lives during the year end- 
ing May 31, with 174. He was unable 
to be present due to illness. He re- 
ports through the Chicago office. Recrea- 
tion included a drive up Pikes Peak, a 
trip up Cheyenne Mountain, where a 
steak frv was held and the party listened 
to the Braddock-Louis fight; and a re- 
ception and dinner dance. 


F. B. Sweet, editor of the Union Cen- 
tral “Agency Bulletin,” is the father of a 
boy, his first child. He tops the scales 
above eight pounds. 
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n chess and in many other 
games, the man with foresight 
usually wins. So it is in the 
complicated game of life. The 
Metropolitan's advertisement 
for July* points out that there is 
certainly one occasion in life 
where planning and foresight 
are necessary—when a man 


becomes the head of a family. 


Field-Men can show their 
clients and prospects the 
“Program way” of looking sev- 
eral moves ahead, so they may 
assure their families and them- 


selves of security in the future. 


*Business Week, Collier's, Cosmo- 
politan, Forbes, Nation's Business, 
Saturday Evening Post, Time. 


METROPOLITAN LIFE 
INSURANCE COMPANY 


Frederick H. Ecker, Chairman of the Board 
Leroy A. Lincoln, President 
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as 4% and even 4 percent. Municipal and 
government bonds are still very popular 
with companies, but theré is more and 
more difficulty in making the interest 
required for reserves. Last week the 
government farm loan administration re- 
duced certain farm loans to 3% percent 
for a period of several years in order 
to give the farmer a chance to get back 
on his feet and after a certain period 
will place these loans back on a 4 per- 
cent basis, but insurance companies do 
not feel that they can compete on farm 
loans with these government rates and 
they are graduaMy withdrawing from 
the farm business. 


Minnesota Mutual Campaign 

On July 1 agents of the Minnesota 
Mutual Life started a three months pro- 
duction campaign, the winner to get a 
free trip to Mexico and $100 in cash. 
The contest will be decided on a point 
basis with the number of applications 
counting as well as written ‘business. 


Insurance Companies Lose 
Zest for Loans on Farms 








Several of the leading farm loan com- 
panies have virtually discontinued new 
farm loans and are using their organiza- 
tions in servicing their old farm loans, 
many of which require much attention. 
Several of the well known farm loan or- 
ganizations have been greatly cut down 
to almost skeleton form. Nowadays, a 
farm loan agent can with the aid of an 
automobile handle several counties as 
easily as he formerly could handle one. 

The gdvernment through the federal 
farm loan organization is constantly 
making it easier for the farmers and 
reducing its interest rates to them with 
the result that the insurance companies 
are discouraged from extending their 
farm loan business. Some of the big 
companies are turning more and more 
to large city loans with rates as low 























THIS SHOULD NEVER HAPPEN 


The picture tells its own story. 


It shows the former home of a 
once-happy family whose provider 
waited too long to insure his life 
adequately. 


Some life insurance salesman 
might have prevented this by 
exerting extra effort to do a worth 
while job. 
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EDWARD D. DUFFIELD, President Home Office, NEWARK, N. } 


writers is completed. 
; * 


Start “Dependables” Club 
in Connecticut Mutual Rally 





STRESS FINANCIAL STATUS 





Elaborate Sales Methods and Inspira- 
tional Program at Agents Sessions 
in Del Monte, Cal. 





An outstanding feature of the Con- 
necticut Mutual’s agents meeting at Del 
Monte, Cal., for three days was initia- 
tion of the “Dependables,” a new club 
made up of agents who establish finan- 
cial objectives and achieve them. There 
were 222 agents qualifying and these 
were enrolled. Home office men tak- 
ing part in this ceremony were V. B. 
Coffin, superintendent of agencies; P. M. 
Fraser, vice-president; H. M. Holder- 
ness, vice-president in charge of agencies, 
and H. N. Chandler, secretary. The 
names of “Dependables” will be en- 
graved on links in a bronze chain which 
will serve as a permanent record at the 
home office. 

Mr. Coffin prepared the program in 
line with questionnaires answered by 
agents qualifying. Attendance was 250. 
Agents and many wives and other 
guests were present. Qualification ran 
over a two-year period in which nearly 
$250,000,000 including retirement annui- 
ties, was paid for. 


Reports on Progress 


Vice-president Holderness, who has 
had 19 years’ service, opened the con- 
vention. Report on progress was made 
by Vice-president Fraser, who com- 
mented that the home office investment 
department has been very successful in 
finding choice markets for funds. 

Two leading agents, L. J. Fink, New 
York, who won the Chase cup, and I. M. 
Barker, St. Louis, who won the presi- 
dent’s cup, spoke. Mr. Fink was leader 
in premiums during the two years and 
Mr. Barker in paid lives, with 196. 

Two playlets by Olivia Orth were 
given, one the first day by H. C. Hun- 
ken, E. H. Dieckhoff, and J. G. Hill, 
general agents at Springfield, Denver 
and Nashville, respectively, being on re- 
tirement income. 


Take Up Advanced Selling 


A home office seminar was held, investment 
problems being handled by Mr. Fraser 
and H. I. B. Rice, vice-president and 
actuary; lay underwriting by H. N. 
Chandler, medical underwriting by Dr. 
C. B. Piper, medical director, and Dr. 
C. E. Homan, Jr., assistant medical di- 





dersen, educational director, and G. F, 
Smith, assistant superintendent 
agencies. 

Mr. Coffin the second day presented 
long range picture of the plans, incl 
ing aids in advanced selling. Semin; 
on advanced selling methods, includiy 
business insurance and tax problem 
were held, and a special seminar { 
supervisors. F. O. Lyter, assistant s 
perintendent of agencies, and N. R. Ko 
and P. C. Kaul, supervisors in Pit 
burgh and Wichita, respectively, we 
in charge. 

































President’s Club Meets 













Vice-president Fraser at a dinner preser 
ed awards to leaders for the two year 
riod. Three agents led in consetwatio 
of business with a two year period with 

























































out lapse, each being awarded a Steing Miss 
Cup. They are Nathan Dobson, anager « 
L. H. Markowitz, Fraser agency, New charge 
York, and J. J. Hallinan, Watson agency want | 
Boston. J. R. Perry, Memphis, led firgi¥ wants 
club members in lives, receiving thi pasis « 
Holderness award; A. J. Weber, Fok gardle 
agency, Chicago, paid first premium seconc 
winning the Regan cup. The Frasdif tnow 
cup went to R. C. Chapman, Sanboriif to her 
agency, Boston, who led second yea job wi 


club members in paid first premiumg™ charge 





rector; options and trusts by E. C. An- 











Tue WEEK IN INSURANCE 





Speaking program for annual meeting 
of National Association of Life Under- 
Pagel 


Tax avoidance by wealthy Americans 
through Standard Life of the Bahamas 
stirs concern that Treasury Department 
may seek to have distinction made be- 
tween policy loans and other debts. 

Pagel 
* * * 


Sales conference for women producers 
of the Equitable Life of New York in- 
dicates important place women agents 
have achieved. ae Page? 


Proponents of change in gain and loss 

exhibit in annual statement blank face 

many difficulties.  . Page 2 
* 


Bankers Life of Nebraska holds nota- 
ble observance of its 50th anniversary. 

Page 4 
* * * 


Northwestern Mutual Life agents as- 
sociation announces convention plans. 

Page 8 
* * * 


Start Dependables Club at Del Monte, 
Cal., convention of Connecticut Mutual 


agents. Page 6 
*x* * x* 

George K. Sargent, vice-president 

Mutual Life of New York, in charge of 
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agency and production work, is 
Page 3 













F. A. Zulandt, Los Angeles, was awarii@ petent 
ed the McDonald west coast trophii] where 
as premium leader there, and the Lyte feeling 
award went to H. L. Ransom. Fras No of 
agency, New York, for outstanding red on all 
ord of supervisors or district agents. ance | 
Secretary H. H. Steiner stated 1% strong 
agents qualified for the President’s club ter qu 
H. J. Ransom, New York, outstand 
ing supervisor, spoke on “The Job Ahea 
as Seen by a Supervisor,” the third day Mis 
G. G. Gottlieb, New York, and J. agenc 
Black, Jr., Indianapolis, both among th speak 
first five leaders for many years, spoki™ canva 
on value of the company’s 91-year back ence | 
ground and its strong position, as am they 
aid in selling. ee 
mem 
Study Persistency Factors said 
G. F. B. Smith, assistant superintent. Vice. 
ent of agencies, reviewed two services a 
offered in the last year, the home offic: Tones 
direct mail plan, and a plan for acquaint. oth 
ing the public with the trust service 
Secretary Steiner told of an investigation — 
conducted to determine what factors i 
make business stay on the books. Ten y 
sat : M agen 
thousand policies were examined. Oe ae t 
Steiner gave the preliminary figures. ae 
The second Olivia Orth playlet wae 60 4, 
presented, showing the real significance T°! 
of the agent’s work. Members of the 1 
cast were selected by Miss Orth from “Ty 
the Sanborn (Boston) and Waddell pres: 
(Pittsburgh) agencies. Vice-president ree 
Fraser closed with an inspirational ad- she 
dress. tain! 
it wi 
if it 
impr 
it in 
wor 
sphe 
lack 
Trustees of the National Association estn 
of Life Underwriters take cognizance of our 
the attack that the magazine “Time” are 
made on legal reserve insurance. quic 
Page 12 v7 
ie x hs 
Some observations are made on_ the ing 
meeting of the insurance commissioner ning 
at Philadelphia. Page’ is | 
*x* * * prey 
Illinois insurance code bill is_signed that 
with ceremonies. Page 12 say 
* * * imp 
Some features of the insurance com- 
missioners’ visit to Atlantic City re- 
viewed. Page 1! “ 
ee es 
Concentrating on large _ policies is lim 
futile; even Sicgest producers have effc 
modest average policy, according to John eac’ 
D. Howell. Page 1! in 
fit tha 
Effort to form an independent union dee 
of industrial agents in New York City 
meets With apathetic response. Page 138 eve 
. e280 pro 
American Institute of Economic Re it 1 
search enters the rating field of life in- try: 
surance. Page8 one 
* * x on 
Drew, general agent of the Mu- vic 





A. A. 
tual Benefit Life in Chicago, is retiring. 
Page 2 
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Equitable of N.Y. Holds 


Women Producers’ Parley 
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NEW YORK, July 1—Women 
agents of the Equitable Life of New 
York in the Greater New York district 
met last week for a sales conference 
which not only disseminated valuable 
sales pointers but served to demonstrate 
to the women agents and the life insur- 
ance business generally the importance 
which they have come to assume in the 
sales end of the business. Women 
agents of the Equitable in this area alone 
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iod Wit produce about $16,000,000 a year. 

a Steine Miss Beatrice Jones, assistant man- 
son, aliMager of the Devitt agency, who had 
cy, New charge of the program, said that women 





1 Agence want four qualities in a job; first she 









led fir wants a job where she has an equal 
ying th phasis of compensation with a man, re- 
er, Foti ardless of the fact that she is a woman; 
‘emium@™ second, she wants a job where she can 
» Fras know that as she grows older her value 
Sanborn to her firm increases; third, she wants a 





nd ye job with security, where no one can dis- 








emium#™ charge her while she is performing com- 
| awarii petently; and fourth, she wants a job 

trophil where she has the great satisfaction of 
ie Lyte feeling that she is helping someone else. 





Frase 





No other business has the opportunity 









ing red on all these four counts that life insur- 
nts. ance has, Miss Jones emphasized. She 
ated 1% strongly commended the trend to bet- 
t’s clu ter quality in the selecting of agents. 
ym Sara Frances Jones Speaks 

ird day Miss Sara Frances Jones of the Sloan 
2B! agency of Chicago, was the guest 
ong thi speaker. She told of two of her cold 
» SpOkW canvass cases and reminded her audi- 











r back 
as al 


ence always to remember on every case 
they close to tell the client that he has 
done a fine thing and will he please re- 
member who arranged this for him. She 


. said that many substantial cases had 


intendj come to her on this account. Second 
ervicelm Vice-president Borden, the closing 
> offic Speaker, was lavish in his praise of Miss 


Jones. 

The importance of planning the ap- 
proach thoroughly so that exactly the 
factor tight impression is made was stressed 
Tem by Mrs. Thelma Templeton, Miner 
Mram agency, who in‘her five years since Join- 
res, ing the Equitable has qualified consist- 
st wate ently for the company’s production 
ficancam credit. 


of the First Impression Often the Last 


4 from “Tt has been said that the first im- 
addell es 
sides! pression is often the last, and I feel that 
al ofl there is a great deal of truth in this, 
, she said. “The first impression is cer- 
tainly the big part of our approach and 
it will help through the entire interview 
if it is favorable,” she said. “This first 
impression is vital to the interview, and 
it includes a great deal more than the 
words we say. Our manner, the atmo- 
sphere surrounding us, our confidence or 
lack of confidence, our poise, our earn- 
estness, the convictions we have as to 
our proposition, and our sincerity all 
are part of our first impression and are 
quickly conveyed to the prospect. 
“How can we have this calm, convinc- 
ing manner immediately at the begin- 
ning of an interview? In my opinion it 
is largely, if not wholly, the result of 
preparation. Few of us are so gifted 
that we can think up the right thing to 
say at the right time, or make the right 
impression without previous planning. 


Preparation Is Simple 
“You might say that your time is 


quaint: 
service, 
igation 








3 is limited or that it is foolish to go to such 
om effort for each interview and besides 
get each case is different, and how will I 

know what to prepare? The preparation 
aiid that I wish to suggest needs only to be 
City done once because it can be used in 
ge 18 every approach we make and with every 


Prospect we have regardless of whether 
Re- it is a man or woman or whether we are 
trying to sell a small program or a large 
one. The preparation consists of thor- 
oughly equipping ourselves with con- 
victions and with information about our 











proposition. By information I do not 
mean figures or technical data of any 
sort. 

’ “T do not mean the financial state- 
ment of the Equitable, or the premium 
rate on this or that policy. What I do 
mean is that we must have a clear idea 
of the benefits we can deliver to the 
buyer. People buy because of the bene- 
fits they will receive through purchase. 
When we are convinced of these bene- 
fits and are familiar with them so that 
we can plainly and clearly point them 
out, we can approach each prospect with 
a full belief that we have a proposition 
worthy of his consideration and pur- 
chase and that we can deliver benefits 
_ worth more than the price we 
ask. 


Confidence Will Be Apparent 


“We will have confidence in ourselves 
and in our proposition and this will 
cause us to begin and proceed with 
calm conviction. Our feeling of cer- 
tainty will be apparent, it will give us 
poise so that our first impression will be 
favorable. Our approach will carry with 
it conviction because we know that we 
have something to tell him that he will 
be glad to hear.” 

Similarly the benefits that the prospect 
and his family will receive through the 
purchase of life insurance are what 
create the urge to buy and not the tech- 
nical features of the policy, Mrs. Tem- 
pleton pointed out. 


Miss Higgins Warns of Fear 


Miss Rosalie Higgins, Fitting agency, 
who in the 12 years she has been with 
the Equitable has qualified eight times 
for production clubs, warned against 
fear, saying she does quite a bit of cold 
canvass, taking names from daily news- 
papers, magazines and trade journals. 
She said she rather enjoys it and besides 
there is a certain excitement about it. 

“What kind of a person will Mr. Man 
be? What kind of reception will I get? 
All of these things come to my mind,” 
she said. “It makes me think of my 
childhood) days, when a penny would 
buy from the corner store a small box 
of candy—a prize box we called it, con- 
taining a tiny ring or pin, or some other 
little souvenir. I cared much more for 
that than the candy, and I can well re- 
member how my childish fingers trem- 
bled as I untied the string and delved 
to the bottom to find the coveted trin- 
ket, ignoring the candy. To me the cold 
canvass prospect is the trinket in the 
candy box and he does intrigue my 
fancy. I do think it is a harder method 
of selling than calling by recommenda- 
tion but I always make several cold 
canvass calls a week so my hand won’t 
lose its cunning.” 


Uses Novel Approaches 


Miss Higgins recommended the use 
of novel and original approaches. She 
told how she got in to see a well known 
radio actor who had a sketch called 
“Folks of Titusville,’ and who took the 
part of the leading character, one Luke 
Higgins. Miss Higgins wrote him a 
letter in the guise of a neighbor in this 
imaginary town and the actor was so 
pleased with the stunt that he immedi- 
ately invited her to hear one of his 
broadcasts, and to discuss the insurance 
mentioned in the letter. 

Touching on programming Miss Hig- 
gins told a case where a widow had only 
$2,500 of insurance except for an addi- 
tional $2,500 tied up hard and fast in an 
educational agreement. The agent who 
prepared this either did not know his 
business or did not care, she said. 

Because a question is more effective 
psychologically in attracting and hold- 
ing a man’s attention than a mere state- 
ment, one of the first sentences in the 
interview should be a question said Miss 
(CONTINUED ON PAGE 16) 











‘ Jomorwour's 


Needs 


Buying life insurance is, 
simply, buying money for 
tomorrow. It guarantees 
an education for your 
children...it provides for 
monthly pension . . . it 
secures your old age... 
it pays taxes on your es- 
state... it pays off mort- 
gages...it provides money 
for travel... it does a 


host of things. 


Continental contracts are 
flexible .. . the Acceler- 
ating Coupon Option 
policy particularly so... 
they permit your client to 
adjust his insurance pro- 
gram to meet his needs 
precisely. Special depart- 
ments of this nationally 
known organization are at 
your service. ..constantly 
...sympathetically...toaid 


you with your problems. 
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CHICAGO, ILLINOIS 
Affiliated with 
CONTINENTAL CASUALTY COMPANY 
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Northwestern Mutual Life 
Announces Roundup Plans 





IS SCHEDULED FOR JULY 26-28 





Program Is Arranged for Agents Asso- 
ciation’s Annual Convention at Home 
Office In Milwaukee 





MILWAUKEE, July 1.—Following a 
meeting at the home office here of offi- 
cers and members of the standing com- 
mittee of the Association of Agents of 
the Northwestern Mutual Life, the pro- 
gram for the annual meeting July 26-28, 
has been announced. Carrying out the 
theme, “The Power to Succeed Is Yours 
—Use It!’, the general sessions during 
the several days will build up to the 
climax through the sub-themes “Power 
of Prestige Building,” “Power of Sus- 
tained Effort,’ “Power of Quality in 
Selection,’ and “Power to . Succeed 
Through Determination.” 


Plan $500,000 Club’s Breakfast 


F. R. Olsen, Minneapolis, association 
president, will preside at the first ses- 
sion Monday morning, at which G. L. 
Hill, director of agencies, will present 
company and association honor men. 
After executive officers of the company 
are presented, President M. J. Cleary 
will give his annual address. That 
afternoon E. M. Lillis, Erie, Pa., will 
preside. L. J. Evans, assistant director 
of agencies, will speak on “Goodwill: 
$1 plus.” L. T. Stearn, Minneapolis, 
will discuss “Future Value of a Large 
Clientele;’ L. L. Erickson, St. Paul, 
“Present Value of a Large Clientele,” 
and Henry M. Files, Cedar Rapids, Ia., 
“Prestige Building in Your Community” 

The breakfast of the $500,000-and- 


Over Club will open Tuesday morning’s 
program. Frank Horner, Madison, Wis., 
will be chairman of the general session 
at which speakers will be A. H. Smith, 


Nashville, on “Career Building Through 
Programming;” J. L. Craig, Chicago, 
“Three Years of Sustained Effort;” T. S. 
Hook, Wayne, Neb., “Sustaining Rural 
Prospecting;” and Herman Duval, New 
York City, “Thirty-two Years of Sus- 
taining Effort.” With A. E. Baker, In- 
dianapolis, in the chair, the afternoon 
session will hear “Echo from _ the 
$500,000-and-Over Club Round Table” 
by a member selected at the breakfast. 
A playlet dramatizing life insurance sell- 
ing will precede an address on “Power 
of Quality. in Selection,” by Dr. D. E. 
W. Wenstrand, medical director. 

At the concluding session Wednesday 
morning, Fred C. Repass, Waterloo, I[a., 
chairman standing committee, will pre- 
side. Speakers will be T. M. Waldrop, 
Shawnee, Okla., on “The Road Back to 
Production;” R. P. Elliott, Rochester, 
Minn., “Power to Succeed Is Being 
Used,” and the closing address of Grant 
L. Hill, director of agencies, ‘‘Use Your 
Power—-Now.” During the morning the 
association will hold its annual business 
meeting. 


Hold Friendship Luncheon 


Monday noon new agents and com- 
pany and association honor men will be 
guests at a “Friendship” luncheon. The 
C. L. U.’s will hold a luncheon and 
hear Milton Elrod, Jr., taxation and legal 
expert of Research & Review staff In 
the evening the association will hold its 
annual dinner dance at the Eagles Club. 
C. E. Smith, Chicago, is chairman. 


Special agents, district agents and 
agency supervisors’ associations will 
hold luncheon meetings Tuesday. The 


company’s annual banquet will be held 
that evening, followed by dancing. Ed- 
mund Fitzgerald, vice-president, will be 
toastmaster and Merle Thorpe, editor 


“Nation’s Business” and a company 
trustee, will be the principal speaker. 
Wednesday afternoon the General 


Agents’ Association will hold its annual 
meeting. The annual meeting of the 
board of trustees of the company will 





be held that afternoon. 
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Why not open the door to the opportunity of 
benefiting from the efforts of others. Here’s a man 
that did! Although he produced, last year, over 
$100,000 of personal business in a rural territory, 


Operating on a contract like his own his appoin- 
tees earned him a $412 bonus and vested 
renewals on the additional $150,000 of business 
they wrote. The “Golden Rule Contract’’ makes 
profits like this possible in almost any territory. 


*Name furnished those interested in this contract. 


COLUMBUS Watua 
E c  ©- Mm -? 
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*A typical experi- 
ence record which 
illustrates how the 
“Golden Rule Con- 
tract’ boosts an 
agent’s carnings in 
a given territory. 


to build a small organization. 
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Signing the Illinois Code 











Those shown in the picture, in addi- 
tion to Governor Horner are: 

Top row: W. Herbert Stewart, Chi- 
cago, president Illinois Association of 
Insurance Agents; Rockwood Hosmer, 
Chicago, chairman of legislative commit- 
tee, Illinois Insurance Agents Associa- 
tion; J. T. Meek, secretary Illinois 
Chamber of Commerce; Senator Thomas 
E. Keane, chairman senate insurance 
committee; R. T. Nelson, chief deputy, 
Illinois department; Representative B. 
S. Adamowski, majority leader of the 
house; Representative G. A. Fitzger- 
ald, chairman house insurance commit- 




























tee; Frank W. Young, special deputy 
Illinois department. 

Second row: Henry S. Moser, chair. 
man committee on insurance of the IIli- 
nois State Bar Association; John J, 
Broderick, Jr., Chicago — insurance 
broker; Ernest Palmer, Illinois insur. 
ance director; Alexander Wilson, ad- 
ministrative assistant to Governor Hor- 
ner; William Lateer, Peoria, president 
Illinois Association of Life Underwrit- 
ers; O. L. Wilson, legislative representa- 
tive Illinois Chamber of Commerce; 
and Roy L. Davis assistant Illinois in- 



























surance director. 














Life Insurance Analysis 
Costs Dollar a Throw 











Life companies find themselves con- 
fronted with another rating proposition 
inasmuch as the American Institute of 
Economic Research, ‘Cambridge, Mass., 
has sent out a bulletin to the effect that 
for $1 it will give an analysis of any 
life company which is desired. A signifi- 
cant statement is made. It says, “Each 
analysis likewise includes the cost com- 
parison of a policy issued by the com- 
pany with a similar policy issued by a 
low cost life company.” This, according 
to the institute, is one of its “best fea- 
tures.” It then says: 

“Tt enables you to insure your life in- 
surance, so to speak, at negligible cost. 
If your life insurance proves to be 
among the best and lowest cost, you 
then have the peace of mind that proper 
insurance should provide; if not, you can 
take steps to change the situation.” 


Tells About the Plan 


Announcing the plan, the American 
Institute says: 

“Realizing that for many individuals 
life insurance is by far the largest in- 
vestment made during their lifetimes, we 
believe it especially important that ex- 
pert, unbiased advice on this subject be 
available. Certainly, everyone has a 
right to know whether or not the com- 
pany or companies he has selected are 
financially sound and economically op- 
erated. Although many of the state in- 
surance departments are alert and effi- 
cient, it is unfortunately true that there 
are some companies which are weak 
financially, or which are not to be rec- 
ommended for other reasons. Even 
among the stronger companies, ordinar- 
ily considered leaders in the field, the 
costs of similar policies vary greatly. 
Because of this situation, the institute 
makes extensive and detailed studies 
covering all important aspects of a com- 
pany’s condition. We then rate the life 
insurance companies with respect to each 
of a number of vital features, on the 
basis of comparative standing.” 

Life companies have been subject to 
so-called rating and consulting organ- 
izations most of which were made for 
a revenue and some in a very subtle 
way evidently make st~gestions leading 
to the doors of certain companies. 














Be Kind to Yourself by Vash Young. 
$1.50. Order from National Underwriter. 








Insurance Library Group 


Holds New York Session: 


The insurance group of the Special 
Library Association had an interesting 
program at the annual conference: held 
in New York City. Subjects and speak. 
ers in the insurance division were: Ad- 
ministration, Geraldine Rammer, Hard- 
ware Mutual Casualty; cataloging and 
classification, Laura Woodward, Mary- 
land Casualty; services to branch offices 
and field readers, Grace Child Bevan, 
Phoenix Mutual Life; library forms,’ 
Mabel Swerig, Insurance Society of 
New York; care of company archives 
and historical items, Florence Bradley, 
Metropolitan Life. More than 300) 
librarians attended the general sessions 
in which Miss Rammer talked on “In an} 
Insurance Library.” L. A. Mack, presi- 
dent, “Weekly Underwriter,” entertained 
the insurance group at a tea. Emily C. 
Coates, Travelers, is chairman; Caroline 
I. Ferris, Insurance Society of Philadel- 
phia, vice-chairman, and Mariana Thur- 
ber, Employers Mutual Liability, Wau- 
sau, Wis., secretary-treasurer of the in- 
surance group. 





Arkansas Supreme Court 
Voids Tax on Reinsurance 





LITTLE ROCK, July 1.—Exemption 
from the 2% percent gross premium tax 
in Arkansas continues after reinsurance 
of a fraternal by an old line company, 
the supreme court held, setting aside 
judgment of chancery court against the 
United Mutual Life, successor to the 
insurance department of the Knights of 
Pythias. Chancellor Dodge in the trial 
sustained the state’s claim the United 


Mutual should pay tax on the fraternal’s 


business from the date of reinsurance. 

The suit was one of a group filed by 
the state against fraternals, asking total 
judgments of approximately $1,800,000. 
The supreme court although holding 
against the state pointed out it was with- 
in the legislature’s power to withdraw 
or modify the exemption. 


Metropolitan Educational Meeting 


John Van Horn, southwestern super- 
visor of the Metropolitan Life, con- 
ducted a two-day educational meeting 
for managers and assistant managers in 
Oklahoma, Kansas, Missouri, Iowa and 
Nebraska in Excelsior Springs, Mo. 
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Trends, Persistency Rating 
Discussed at Convention 


STATE MUTUAL LIFE MEETING 


—_—— 


More Than 200 Attend Gathering at 
Swampscott, Mass.—Hear Under- 
writing Principles 


More than 200 general agents, agents 
and home office representatives of the 
State Mutual Life met at Swampscott, 
Mass., for their 16th convention. Lead- 
ing off with an all-day session of the 
General Agents Association, the meet- 
ings were built around ‘ ‘More Quality 
Business from More Quality Agents.” 

The morning, devoted to talks by 
members of the home office, was under 
chairmanship of G. S. Lott, Dayton 
general agent, president of the associa- 
tion, who introduced President Chand- 
ler Bullock as the first speaker, who 
gave the welcome. Stephen Ireland, 
vice-president and superintendent of 
agencies, reiterated the theme and re- 
called the record in making 20 consecu- 
tive months gains, stressing importance 
of a continual building process in add- 
ing to these increases. 

“By quality business,” said Mr. Ire- 
land, “I refer to that type of business 
which by tried and proved measure- 
ments will have a persistency that will 
be profitable to the insured, the agent, 
the general agent and the company. 
Stressing the value of research, Mr. 
Ireland» said: “What is research? It is 
insurance against obsolescence.” 


Persistency Rating Charts 


L. J. Doolin of the Life Sales Re- 
search Bureau, following Mr. Ireland, 
developed use of the persistency rating 
chart, and told of its use by agents as 
a method of distinguishing “froth” busi- 
ness from good business. “With the 
aid of the ‘State Mutual Persistency 
Rating Chart’”, said Mr. Doolin, “you 
can now tell good and poor business at 
the time it is written without waiting 
for two years.” He went on to demon- 
strate use of the chart in two entirely 
different cases, using examples from 
company records, 

R. Walker, field assistant in the 
agency department, spoke on “Cash Re- 
turns from Quality Business,” quoting 
fictional examples to demonstrate how 
low quality business keeps the insur- 
ance account down, and traced the gen- 
eral agent’s income over a 20 year pe- 
riod as caused both by poor and good 
quality business written. 

The last morning speaker was J. H. 
Eteson, assistant superintendent of 
agencies, who summarized use of the 
State Mutual plan in fulfilling require- 
ments for writing quality business. He 
said that all the national surveys which 
have been made and State Mutual’s 
own business survey, show the majority 
of an agent’s good business is sold to 
people he knows. He emphasized the 
long range objective. “There has been 
too much talk of merchandising—as 
though we were selling the products 
which would be consumed at tomor- 
row’s breakfast table,” he declared. 

F. A. G. Merrill, Buffalo general 
agent, and oldest in point of service, 
was the first speaker of the afternoon’s 
session. Mr. Merrill talked on his prob- 
lem of recruiting and training of new 
men over the 35 years since he became 
general agent. J. C. Caperton, Chicago 
general agent, was chairman of a group 
discussion of the problem of recruiting 
and training in. which five general agents 
Participated. “Selling the Opportunity 
to Quality Men” was discussed by G. 
F. Robjent, Boston general agent and 
by G. A. Reem, general agent in De- 
troit. Getting the new man into early 
production, closely allied with the re- 
cruiting problem, was covered by R. M. 
Halgren and Fred Lieberich, Jr., gen- 
eral agents in Indianapolis ‘and New- 
ark, respectively. L. B. Scheuer of Cin- 
cinnati was the last speaker covering 
“Improving the Skill of Quality Men.” 


LIFE INSURANCE EDITION 


President Bullock, main speaker of 
the joint session of general agents and 
agents, analyzed peculiar problems 
which have been presented to field 
forces during the past 10 years and 
traced experience, noting the marked 
change which has taken place in“the 
types of policies being sold, placing 
increasing emphasis on insurance as in- 
come, Mr. Bullock said: “The majority 
of insurance prospects are not those 
with much of any income from invest- 
ments but are those whose income is 
largely earned income and which there- 
fore stops at death. The majority of 
policyholders (outside of their insur- 
ance) are debtors rather than creditors. 
They own a business on which they 
have borrowed, or they own a home 
which they have mortgaged. A reduc- 
tion in interest rates to these people 
has the same effect as an increase in 
income which can be used to provide 
more protection or retirement income.” 

R. B. Gordon, vice-president and su- 
pervisor of applications, spoke on “Ini- 
tial Underwriting Selection in the Field.” 
“A salesman is underselling his client’s 
true requirement of death coverage | 
from any cause when he stresses the 
value of the accidental death benefit,” 
Mr. Gordon continued. “If double in- 
demnity is necessary,” he explained, “i 


is well for the agent to consider if he , 


has sold too little insurance, because ! 


Minneapolis Journal Photo 


accidents cause only one death in 10 | 


and the need is relative.” 

In speaking of aviation, Mr. Gordon 
said limits allowed on flights in 1937 
among 35 companies are 30 or more for 
standard coverage, though one com- 
pany goes as high as 70. Recent 
crashes, he added, haven’t changed 
underwriting of fare-paying passengers. 
They “have tatight*-aérlines;~ however, 
valuable lessons, and there iS“hope for 
a lessening of these hazards in the fu- 
ture. 

I. T. F. Ring, general counsel, speak- 
ing at the final session, emphasized 
sales opportunities in taxation, bringing 
out the frequent changes in tax laws 
and the sales openings they present. 
Social security, he said, has a direct by- 
product in sales. He noted the in- 
creased possibilities, for those who are 
interested in that type of selling, in 
business insurance, and stressed the in- 
crease in the sale of income insurance. 


Confederation Life Promotions 


The Confederation Life of Canada has 
promoted J. MacDonald and J. N. 
Irvine, the former being made executive 
secretary, and the latter mortgage in- 
vestment and real estate superintendent 
at Vancouver. W. A. Shields has been 
appointed assistant secretary for adver- , 
tising and publicity. 


“In the 


Texas Association Sponsors 
Life Insurance Sales Chair 


| ARRANGEMENT FOR FUNDING 


lo. D. Douglas Elected President at San 
Antonio Meeting, Succeeding 
Ricks Strong 


A resolution providing for creation of 
a chair of life insurance selling in the 
school of business administration, Uni- 
, versity of Texas, with approval of the 
| university’s regents was passed at the 
annual meeting of the Texas Association 
of Life Underwriters held in San An- 
tonio. It proposes that the legal reserve 
life fraternity provide a permanent fund 
for remuneration of men directing the 
course offered and companies be invited 
to contribute. The Texas association will 
| provide annually a $250 scholarship in 
this field. A committee of five will be 
named to carry on this project. Alva 
Carlton, author of the resolution, was 
appointed chairman. 

Officers elected are: president, O. D. 
Douglas, Lincoln National, San Antonio; 
five vice-presidents, Clarence Tillman, 
. (CONTINUED ON PAGE 16) 


Pand of 10.000 Lakes” 
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| SNAPPED AT PHILADELPHIA WITH THE COMMISSIONERS | 

































































No. 1. S. L. Carpenter, California commissioner; V. P. Whitsitt, manager Life | president Occidental Life, N. C., and Peninsular Life, Fla.; W. H. Bakes, Idaho 
Presidents Association; No. 2. J. E. Sullivan, New Hampshire commissioner; No. 3. | commissioner. 


Nelson B. Hadley, New York City; J. J. Magrath, N. Y: department; No. 4. L. F. Lee, No. 5. G. M. Merigold, Prudential; No. 6. C. S. V. Branch, second vice-president 
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un Life of Canada; C. E. Gauss, Michigan commissioner; No. 7. W. S. Hanna, Mary- 
land commissioner; No. 8. Bruce E. Shepherd, Life Presidents Association actuary; 
4. Pierson Hammond, actuary Travelers; No. 9. Col. Joseph Button, former Virginia 


commissioner. 


No. 10. W. H. Kingsley, president Penn Mutual; No. 11. A. J. Ham, Wyoming 
commissioner; No. 12. R. L. Bowen, Ohio commissioner; No. 13. Lloyd Thompson, 
Indiana department actuary; G. H. Newbauer, Indiana commissioner; H. E. McClain, 


former Indiana commissioner. 


No. 14. J. J. Holmes, Montana commissioner; O. B. Hunt, Pennsylvania com- 
missioner; J. A. Stevenson, executive vice-president Penn Mutual; C. A. Gough, New 
Jersey deputy; S. J. Carr, Philadelphia, vice-president Standard Accident; No. 15. 
Pamunkey Setting, J. R. Dumont, New York City, sachem; E. C. Stone, Boston, prelate. 
No. 16. Geo. Van Fleet, Jr., actuary, Texas life division—Photographs taken by H. H. 


Fuller, deputy U. S. manager Zurich. 











New Heart Test Device Is 
Developed in Kymograph 





Among instruments developed for 
testing and studying the more subtle 
ailments of life insurance applicants, 
such as various cardiac disorders, is the 
kymograph. This apparatus, which in 
its fundamentals is not new, takes x-ray 
pictures showing distension of the heart. 

Dr. E. W. Rowe, medical director 
Mid-West Life, Lincoln, Neb., at the 
annual meeting of the Medical Section 
of the American Life Convention in 
Colorado Springs recently, stated the 
kymograph will add greatly to the ef- 
fectiveness of heart studies, since it will 
record some conditions which neither 
the electrocardiograph nor x-ray will 
show. He said it greatly supplements 
these two apparatuses, filling in the gap 
where they are weak. 


Aids in Heart Studies 


In amplification of his remarks, Dr. 

Rowe this week states in a communi- 
cation: “The kymograph is coming 
into fairly general use amongst the more 
experienced roentgenologists of the 
country. It is not in competition with 
the electrocardiograph. It does not re- 
place the present methods of examin- 
ation by the roentgen ray, but it is a 
special device used by roentgenologists 
which will add to their knowledge of 
heart study when it is used. 
_ “While perhaps not 5 percent of life 
insurance medical directors of this coun- 
try are at present familiar with this 
subject, yet I believe the time is com- 
ing when every medical director will 
know about it.” 


Description of Apparatus 


The kymograph employs a film which 

moves past extremely narrow, horizontal 
slits, 11 millimeters apart, forming a 
screen. The exposure, made by x-ray, 
is about the period of one heart cycle. 
The picture produced shows the height 
of the movement of each profile of the 
heart. Dead areas do not produce an 
especially strong reaction but unusually 
active areas do so. 
_ The kymograph is declared by special- 
ists to be especially useful in diagnosing 
coronary disease and aneurism. Chi- 
cago roentgenologists and clinicians say 
the firm manufacturing this mechanism 
is Liebel Flarsheim Company, Louis- 
ville, Ky., and one of the outstanding 
authorities on its use is Sherwood Moore 
of the Mallinckrodt Institute, St. Louis. 
There will be held an exhibit of the 
kymograph and its use at Chicago in 
September. 


Application Termed Limited 


Several clinicians, among these being 
Dr. C. C. Maher, cardiologist of the 
National Pathological Laboratories, Chi- 
cago, agree use of the kymograph in 
life insurance supplementary examina- 
tions probably will be somewhat limited, 
Owever that it is useful in its restricted 
field where extremely careful study of 
doubtful cases is concerned. 


Bowen Named as Trustee 


Superintendent Bowen of Ohio was 
Named as one of the trustees in a pro- 
posal submitted this week to the federal 
court, seeking confirmation of the sale 
of the A. I. U. building in Columbus 
to first mortgage bondholders. He 
would represent the interests of policy- 





Committee Chairmen Named 
fn Association at Chicago 


A. E. McKeough, president ‘Chicago 
Association of Life Underwriters, has 
named committee chairmen. They are: 

Advisory council—Membership, A. 
W. Ormiston, Travelers; advertising and 
public relations, Dave Dawson, Mutual 
Trust; business-getter sales _ clinics, 
Waldo Thorsen, Connecticut General; 
business practice, J. F. Oates, North- 
western Mutual; by-laws, A. D. Halla- 
gan, Metropolitan; community fund, W. 

Houze, John Hancock; fieldmen’s 
division, A. J. Johannsen, Northwestern 
iMutual; finance, J. F. Slack, Continental 
Assurance; general agents and man- 
agers division, and legislation, C. B. 
Stumes, Penn Mutual; library, E. E. 
Crosby, Fidelity Mutual; Life Insurance 
Week, L. M. Buckley, Provident Mu- 
tual; music, J. L. Catlett, Acacia Mutual; 
national convention—attendance, R. S 
Edwards, Aetna Life; program, A. J. 
Johannsen; publicity, E. M. Schwemm, 
Great-West; reception, A. D. Hallagan; 
resolutions, F. G. Bray, New England 
Mutual; sales congress, P. B. Hobbs, 
Equitable of New York; speakers bu- 
reau, R. A. Judd, Phoenix Mutual; trust 
company cooperation, F. G. Bray; ad- 
visory board, Frederick Bruchholz, New 
York Life. 


Exemption Bill Passed 


LANSING, MICH., July 1.—The 
Watson bill exempting life insurance 
benefits from garnishment, attachment, 
ot other forms of execution in behalf of 
creditor claims against the estate of the 
insured, passed and awaits Governor 
Murphy’s signature. 

Burial benefit associations, long oper- 
ated as non-profit corporations, are now 
subject to insurance department super- 
vision under provisions of two other 
new acts, one of which also requires 
bolstering of the financial set-up of such 
carriers. 

The Michigan legislature increased the 
insurance department’s budget to $162,- 
680 a year. 


Occidental Life Changes 


M. F. Wagner has been appointed 
branch manager at Minneapolis for Oc- 
cidental Life of Los Angeles. He suc- 
ceeds H. P. Smith, who has formed a 
general agency firm in St. Paul. Mr. 
Wagner was formerly general agent for 
Occidental at San Jose, Cal. He is suc- 
ceeded there by E. B. Shinley, hereto- 
fore central division manager with head- 
quarters at Denver. 

Two general agency appointments 
have been made. R. H. Chamberlain is 
appointed in his home town, Peru, Ind.; 
L. H. Bullock takes charge at Oakland, 
Cal., opening offices at 1501 Harrison 
street. Mr. Chamberlain has been in 
general insurance at Peru for many 
years. Mr. Bullock has been an agent 
in the “bay” territorv for several years, 
being among the leaders. H. F. Craner 
becomes general agent in Dayton, O. He 
has been manager of the George Wash- 
ington Life there. Formerly he was 
connected with the National Cash Reg- 
ister ‘Company. 








holders of the old American Insurance 
Union. 





pes SOMETIMES FAIL to realize how 
many years it takes for a child to grow up. 
It is the purpose of this Union Central 
national magazine advertisement for June 
to bring home that point . . . and to em- 
phasize the vital need of money every month 
during all of these important years. 


The advertisement explains how any 
father who earns $45 a week or more can 
make certain, should he die, that his family 
would have $100 every month for twenty 
years after his death. And that there would 
be, after that time, an adequate fund to take 
care of his wife for the rest of her life. 


In spite of the fact that Union Central 
writes all approved life plans this new con- 
tract, called Multiple Protection, has ac- 
counted for more than one-third of the com- 
pany’s business during the past twelve 


months. 
The 
UNION CENTRAL LIFE 


Insurance Company 
CINCINNATI, OHIO 


In the seventy years since the company was founded; 
Union Central has paid to policyholders and beneficiaries 
more than $740,538,080. 
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Gov. Horner Signs Illinois 
Code Bill with Ceremony 


TELLS ITS SIGNIFICANCE 





Appreciative Audience Stands By — 
Palmer and Governor Issue State- 
ments Concerning the Measure 





The famous Illinois insurance code 
was signed Tuesday by Governor Hor- 
ner in a ceremonial at the state house. 

Insurance Director Ernest Palmer, 
who has lifted with the project more 
than three years, was able to be present. 
He is recuperating from an appendec- 
tomy and is now able to be up and 
around. In about 10 days he expects to 
gO away on a vacation. 

The governor signed the measure 
with a pen presented by William Lateer 
of Peoria, in behalf of the Illinois Life 
Underwriters Association, he being 
president of that organization. The pen 
was then presented to Mr. Palmer. 


Those Present at Signing 


Others present at the signing included 
George Fitzgerald, head of the house 
insurance committee; Benjamin Adam- 
owski, floor leader in the house, and 
Senator Thomas Keane, head of the 
senate insurance committee; Assistant 
Insurance Director Roy L. "Davis and 
Frank W. Young and Ray Nelson, also 
of the department; W. Herbert Stewart 
of Chicago, president Illinois Associa- 
tion .of Insurance Agents; Rockwood 
Hosmer of Chicago, chairman legisla- 
tive committee Illinois Insurance Agents 
Association ; Henry Moser, chairman 
insurance committee Illinois State Bar 
Association, and J. T. Meek, secretary 
Illinois Chamber of Commerce. 

“Enactment of the insurance code into 
law, we believe, will cure many of the 
ailments to which insurance had fallen 
prey in Illinois prior to 1932,” Governor 
Horner told those who gathered to 
watch him approve the bill. 


Situation in 1933 


“When I took office in 1933, Illinois 
insurance laws were a piece- -meal set of 
statutes enacted over a period of more 
than 100 years. Many sections were ob- 
solete, ambiguous and unworkable, es- 
pecially under the arrangement of ad- 


ministration by a division of the 
commerce commission,’ the governor 
said. 


“We first corrected the administration 


by establishing the present department 
of insurance with Ernest Palmer as di- 
rector. The excellent administration of 
the department by Mr. Palmer is well 
known not only in the state, but 
throughout the nation. Insofar as pos- 
sible the new code enables the correc- 
tion of evils of the old system by 
changes of administrative methods. 
Stricter enforcement of the law, by the 
department under Mr. Palmer, proved 
more than ever the need for a new code 
and we began the work completed to- 
day. 

“The new code is truly progressive 
and efficient legislation. Compact and 
shorter than the old laws, it is clear, 
concise and understandable. Every law 
in the code has been analyzed from 
every viewpoint and its authors, spon- 
sors and the legislature are to be con- 
gratulated for the enactment of it.” 


Statement by Palmer 


“With this code on the statute books, 
Illinois has the opportunity to become 
the safest state in the union insurance- 
wise, provided the people of this state 
accept the responsibility which is theirs, 
of seeing to it that the department of 
insurance continues through the years 
to function with a competent personnel 
free from political interference,” Mr. 





Palmer said in a statement issued fol- 
lowing the governor’s action. 

“The bill,’ Mr. Palmer stated, was 
ably presented in both the house and 
senate and every member of the general 
assembly was given full opportunity 
through numerous hearings and much 
public discussion to learn that there are 
no jokers in it and that it is a sincere 
effort to improve the laws of Illinois for 
the protection of the policyholders and 
legitimate companies. In this regard 
the Illinois State Bar Association sec- 
tion on insurance law rendered invalu- 


able assistance during the past two 
years. 

No Partisan Issues 
“No partisan issues were involved 


and the bill in the final analysis received 
practically unanimous support from the 
legislature, although obviously the suc- 
cessful outcome of four years’ intensive 
study and effort is due primarily to 
Governor Horner’s enthusiastic sponsor- 
ship and continued support. 

“The code, while strict, is essentially 
fair and under proper administration will 
not arbitrarily restrict the initiative of 
private ‘business because the code con- 
tains only that measure of control which 
experience has found to be necessary 
for the protection of the policyholders 
and their trust funds.” 





“March of Time” Leads the 
Magazine to Strange Path 





RIEHLE REPLIES TO ARTICLE 
Periodical Declares It Summarized the 
Attacks Made by Gilbert & Sullivan 
Against Life Insurance 





The well known magazine, ‘Time,” 
which delivered a very strange criticism 
and what might be considered an attack 
}on legal reserve life insurance in its issue 
of May 31, makes a humiliating confes- 
sion in its current issue in commenting 
on the letter from President T. M. 
Riehle of the National Association of 
Life Underwriters, saying that the data 
and comment it presented did not origi- 
nate with the magazine itself but what 
it said was a summary from the works 
of David Gilbert and James P. Sullivan, 
two of the life insurance business’s 
severest and most vociferous critics. 


Made No Investigation 


Evidently “Time” made no attempt to 
ascertain the standing and reputation of 
Gilbert & Sullivan. It did not question 
the validity of their statements. It evi- 
dently did not know what was back of 
their movement. It seems almost in- 
credible that a magazine of its standing 
would treat such a big subject in a 
superficial way, going to its enemies for 
ammunition. The trustees of the Na- 
tional Association of Life Underwriters 
after reading the article believed it to 
be “unfair, inaccurate and misleading.” 
In a bulletin to local associations it said 
“Time” did not print all of President 
Riehle’s letter to the editor. 

The entire letter is given herewith: 


President Riehle’s Letter 


“I have always considered ‘Time’ as a 
magazine devoted to accurately inform- 
ing the public on matters affecting our 
everyday economic, social and political 
life. Close reading of your publication 
is responsible for this impression. 
Therefore, the article in your issue of 
May 31, entitled ‘Protection vs. Invest- 
ment,’ was a real shock. I can only as- 
sume that its definite inaccuracies and 
unfortunate implications were due to 
failure to make the proper research upon 
which to base a critical article. Cer- 
tainly, it is not in character with your 
editorial policy, as I have sensed it, to 





make damaging statements about a 





CHAIRMEN FOR DENVER CONVENTION 








This picture shows the committee 
chairmen of the Colorado Association 


of Life Underwriters in charge of arran- 
agements for the annual meeting of the 


National association in Denver Aug. 
23-27. 

Seated, left to right: E. L. Metcalfe, 
National Life of Vermont, chairman 


general agents and managers committee; 
G. A. McTaggart, Prudential, attend- 
ance and publicity; Paul S. Jolley, Trav- 
elers, entertainment; Mrs. Marie B. 
Parker, Equitable Life of New York, 
women underwriters; Mrs. Curt A. 











Schroeder, women guests; Isadore 
Samuels, New England Mutual, general 
chairman; J. Stanley Edwards, Aetna, 
vice-chairman; Guy J. Gay, Sun Life of 
Canada, president Colorado association. 
Standing, left to right: G. P. Williams, 
Union Central, registration; R. W. Frye, 
Northwestern Mutual, transportation; 
H. A. Nye, Equitable of New York, 
hotel reservations; F. B. Krueger, Cap- 
itol Life, convention sessions; C. 
Eddleblute, Penn Mutual, C. L. U.; S. 
N. Quigley, Provident Mutual, recep- 





tion; O. H. Jacobson, Provident Mutual, 





J. E. Robinson, 
program. 

Absent members: J. T. Allen, Kansas 
City Life, finance; C. J. Day, Capitol 
Life, president’s reception and ball; J. O. 


press; New York Life, 


Andrews, Union Central, registration; 
James Godard, Franklin Life, informa- 
tion; B. J. Harrington, Metropolitan 
Life, convention sessions; J. H. Frost, 
Mutual Benefit, exhibits; C. D. Jolly, 
Prudential, supervisors; O. Smith, 
Connecticut Mutual, cooperation with 


financial institution unless those state- 
ments have a provable factual basis. 

“You speak of life insurance as being 
‘foisted’ on the public. You place the 
words ‘economic, moral and social values 
of life insurance to the individual and the 
nation’ in quotation marks. Do you not 
believe in those values? Do you not 
recognize life insurance as being what it 
is to millions of Americans—a century 
proved way of making adequate provi- 
sion for dependents and for one’s own 
old age? 


Lapse and Surrender Rate 


“You speak of ‘criticism’ 
the ‘terrific lapse and surrender rate that 
followed the 1929 érash.’ The life com- 
panies were not responsible for the de- 
pression nor for its consequences. On 
the contrary, life insurance saved many 
a family from distress and want during 
the depression years through payments 
to beneficiaries and through cash and 
loan values which were often the only 
good asset remaining, when everything 
else had failed. 

“The reference to ‘the forfeit of nearly 
$750,000,000’ is not only unsupported 
but incorrect, as is the comment that 
‘the companies took advantage of the 
1933 moratorium to declare a moratorium 
of their own.’ This moratorium was in 
no sense ‘theoretical,’ but was actually 
imposed by the various regulatory au- 
thorities of the states—and was, in fact, 
opposed by many life companies. In 
this connection, one can scarcely ques- 
tion that no business in the United 
States is subject to more rigorous inspec- 
tion and regulation than the life insur- 
ance companies. 


Life Insurance and the Depression 


“The statement that ‘it was not pre- 
cisely true that life insurance had weath- 
ered depression without damage’ would 
seem to imply that a contrary claim has 
been made by the companies. No such 
claim has been made. At the same time, 
you fail to point out that the percentage 
of total life insurance which became in- 
volved was exceedingly small—nor do 
you call attention to the fact that, in 
most, if not all, cases the business of 
companies which failed was taken over 
by solvent companies, subject only to 
temporary liens which, in many cases, 
have already been extinguished.” 

In reprinting this letter in the June 28 
issue, “Time” printed the above but 
omitted the following: 

“It is not possible to reply in a letter 
already too long, to your confusing com- 
ment on the level premium system. 
However, it is significant that President 
Roosevelt, in a message to the house of 
representatives, called attention to one 
aspect of term insurance. Commenting 
upon further extension of war risk insur- 
ance, he said: 

“*The lower initial premium rates on 
term insurance are ‘beguiling, and the 
holders thereof should realize that the 
time must ultimately come when such 
charges, which keep ever increasing, will 
become so great as to compel numbers 
of veterans to drop their insurance when 
it will probably be most needed.’ 


Funds Carefully Safeguarded 


“The mathematically computed re- 
serve funds which are an essential part 
of the level premium system (and which 
your article calls a ‘bulging concentra- 
tion of savings’), are subjected to more 
rigid regulation than any other business 
in the United States. Not only are these 
‘bulging funds’ closely guarded by strict 
investment laws, but they are managed 
for the policyholders to whom they be- 
long by directors and officers of out- 
standing ability. 

“Reference to state statute books as 
being ‘crammed with what insurance 
men call anti-twisting laws’ makes no 
allowance for the fact that these laws 
were passed for the protection of life 
insurance policyholders. The obvious 
conclusion, where there is so much 
unanimity of state laws, is that ‘twisting’ 
is bad and should be forbidden. 

“Finally, the article says that ‘good 





trust officers; W. A. Spencer, Jr., Massa- 
chusetts Mutual, special guests. 


term contracts are hard to find because 
(CONTINUED ON PAGE 26) 
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C. J. North Made Third Vice- 
President by Metropolitan 





CONTINUES BROTHER’S WORK 





Field Education and Sales Promotion 
Now Part of Vice-President 
Wilkes’ Division 





NEW YORK, July 1-—C. J. North, 
recently appointed by the Metropolitan 
Life to take charge of field education 
and sales promotion, has been appointed 
a third vice-president. Following the 
death of Second Vice-president F. J. 
Williams, Mr. North’s brother, Vice- 
president H. E. North, was placed in 
charge of. the Pacific coast head office 
and the division of field education and 
sales promotion, which he headed, was 
made a part of the division of field man- 
agement, headed by Vice-president E. H. 
Wilkes. 

The scientific sales methods designed 
under Henry North’s direction will 
be further intensively developed by his 
brother, it is understood. 

C. J. North was born in Kansas City 
and was taken to New York City by 
his parents during his childhood. He 
was educated in New York City schools 
and Harvard University, from which he 
graduated in 1917. He saw active serv- 
ice in France during the war as a com- 
missoned officer. 

After the war he completed a 2-year 
course in the Harvard graduate school 
of business administration. 

He joined Metropolitan as an agent in 
Brookline (Boston) district, in 1920. 
The time-control methods he had used 
at Harvard were adapted to his new 
work, and after two years he was pro- 
moted to be an assistant manager in 
Cambridge, Mass., district. Later he 
was transferred to Stamford, Conn., in 
the same capacity. His record as assist- 
ant manager brought him promotion to 
manager of Battle Creek, Mich., in 1923. 
A year and a half later he was trans- 
ferred to the Canadian territory and 
served there for five years as manager in 
charge of Ottawa, Ont., and Verdun 
(Montreal) Que., districts. 


New England Manager 


In 1929 Mr. North was appointed a 
superintendent of agencies for the Metro- 
politan’s central territory, and in 1935 
was placed in charge of the New Eng- 
land territory. 

Mr. North has made a record in the 
selection and training of men and is a 
student of sales promotion methods. He 
has put into practical use the theory of 
business administration he had learned at 
Harvard. While assistant manager in 
Cambridge, he arranged to have Prof. 
Daniel Starch, then of the Harvard 
graduate school of business, conduct an 
intelligence test of the Cambridge field 
men. The district staff passed the tests 
with high honors. 

Mr. Wilkes has risen from agent to 
head of the nation-wide sales force of 
Metropolitan. 

Born at Redditch, England, in 1877, 
Mr. Wilkes received his education at 
St. Mary Magdelene’s, in London. He 
came to America and in 1902 and be- 
came a Metropolitan agent. His ad- 
vancement through the lower sales posi- 
tions was rapid. In 1912, he was made 
a superintendent of agencies. Eight 
years later he was made an assistant 
secretary and named manager of the Pa- 
cific Coast head office. He remained in 
charge of that territory until 1928, in 
the meantime having been advanced to 
fourth vice-president and third vice- 
president. 

In 1928, Mr. Wilkes was promoted to 
second vice-president and assumed new 
duties in the home office. He was placed 
in charge of one of the sales divisions, 
with force of 12,000 persons. In 1931, 
he was named to manage the various 
sales territories, directing the work of 
approximately 25,000 persons. In 1936, 
‘© was appointed vice-president. 





Meeting to Form Industrial 
Union Attracts Few Agents 





C.I.0. OR A.F.L. LINK IS DENIED 





Organizers Believe in Having No Affili- 
ation; Want Nation-Wide Body 
for Strike Power 





NEW YORK, July 1.—Efforts to or- 
ganize industrial agents of New York 
City in an independent union unaffiliated 
with either the C. I. O. or the A. F. of 
L. met with little apparent success at the 
meeting called here this week. There 
was an attendance of about 20 but the 
scant audience was blamed by the or- 
ganizers on the difficulty of getting no- 
tices of the meeting around. 

Any who came to hear a tirade against 
the industrial companies were disap- 
pointed. Horace C. Young, general 
counsel of the National Association of 
Industrial Insurance Agents and the sole 
speaker, neither looked nor acted nor 
looked like the typical labor organizer. 
In appearance and manner he could pass 
for a junior officer of any life company. 
Except when stressing the necessity of 
a national organization strong enough to 
stage an effective strike for higher guar- 
anteed weekly salaries and _ other 
changes, Mr. Young might well have 
been talking about organizing an asso- 
ciation analogous to the National Asso- 
ciation of Life Underwriters. 


Cc. I. O. Partisans Present 


The meeting was somewhat enlivened 
by the presence of several observers 
from the C. I. O. One, who gave his 
name as Berney, took the floor when 
Mr. Young asked if there were any 
criticisms of the plan he had just out- 
lined. Mr. Berney, speaking with with- 
ering scorn, denied some of Mr. Young’s 
implications about the C. I. O. and ques- 
tioned the ability of an independent or- 
ganization to do as much for the indus- 
trial agents as the C. I. O. could do. 

Mr. Young’s contention was that the 
problems of the industrial agents are so 
different from those of laborers that the 
agents’ interest is best served by having 
their own organization. He said that he 
had talked with the A. F. of L. but that 
affiliation with that union would be un- 
desirable because it would be necessary 
to wait until a large national organiza- 
tion had been built up among the indus- 
trial agents. He said he considered 
joining the C. I. O. undesirable because 
of the violence which resulted from the 
strikes it conducted. Challenged by Mr. 
Berney on the latter point, Mr. Young 
explained that he had not meant that the 
C. I. O. is the instigator of violence but 
that violence has a way of occurring in 
the strikes which that organization 
stages. 

Questions from the audience made it 
clear that the principal thing on the 
minds of prospective members of the 
new .association was the adequacy of the 
protection furnished by the Wagner 
industrial relations act and the so called 
‘little Wagner act” of New York State. 
Laws impose penalties of fines and im- 
prisonment on employers who attempt 
to interfere with employes organizing 
for collective bargaining or for discharg- 
ing them for participation in such activi- 
ties. Mr. Young read sections of the law 
pertaining to these points and said that 
pending the organization of the national 
association he would personally prefer 
charges in the case of any violation. 

One persistent questioner, who evi- 
dently leaned to the C. I. O., felt that an 
independent organization would not be 
able to do so much to protect its mem- 
bers from intimidation or possible dis- 
charge as a larger union could. He ap- 
peared to place little trust in the Wagner 
act and expressed the opinion that in- 
dustrial agents are foolhardy to show 
their faces at organization meetings 
where they might be observed by repre- 
sentatives of the home offices. 

Asked what: advantages the new in- 
dependent organization could offer over 


the C. I. O. or the A. F. of L.; Mr. 
Young said that, first, all dues would go 
to the agents’ own organization and 
that second the association would have 
only one object and that would be to 
solve the industrial agent’s problem. He 
said that the procedure would be to seek 
a higher weekly guaranteed salary and 
a much higher pension provision than 
is now given. In addition to these the 
agents will be asked to write in and say 
what they want and from these will be 
selected the most important objectives 
and the association will concentrate on 
obtaining them. 

Stressing the importance of having a 
nation-wide organization, Mr. Young 
said that the C. I. O. could make abso- 
lutely no headway in the south among 
industrial agents. Though he did not 
specify, the only possible inference was 
that southern agents would not swallow 
John L. Lewis’s insistence that Negroes 
be taken into the C. I. O. on the same 
basis as white men. 


Telling how his organization had 





started, Mr. Young said that John’ M. 
Downey, formerly assistant administra- 
tor of the National Recovery Adminis- 
tration in charge of the formation of 
the insurance codes, had felt ever since 
his N.R.A. days that there should be an 
organization of industrial life agents. As 
soon as the Wagner act was held con- 
stitutional by the United States Supreme 
Court, thereby giving assurance to 
agents that they would not be molested 
for forming a union, he and Mr. Young 
and George L. Russ, president of the 
Washington, D. C., chapter, began ac- 
tively to organize the agents in Wash- 
ington. These three men constitute the 
executive council temporarily, serving 
until a national convention is held, which 
will probably be early in August in 
Washington. At the close of the New 
York meeting Mr. Young suggested that 
those present who were interested in 
forming an organization along the lines 
he had outlined talk with their associates 
and take further steps if the interest 
seemed to warrant it. 
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OBSERVATIONS AT COMMISSIONERS’ RALLY 


(CONTINUED FROM PAGE 3) 





operation recommended that the former 
custom of the executive committee and 
some of the more important committees 
holding a meeting in Chicago in the 
spring be resumed. He stressed by this 
suggestion the need of more time being 
given to the convention work itself. 
There was an effort made to carry out 
his recommendation, but the point was 
made that with a number of commis- 
sioners they did not have the appropria- 
tion for expenses in attending so many 
meetings. » Therefore, it seemed desir- 
able to try at a meeting or two to have 
committee meetings held just prior to 
the convention proper so that definite 
action could be taken. Some committees 
will be able to function by correspond- 
ence, although that is somewhat unsat- 
isfactory. Yetka of Minnesota strongly 
favors a separate time and place of 
meeting for various committees, claim- 
ing that the work of the convention 
should be very deliberate and it cannot 
be where there is so much rush and in- 
terference. 


Registration Fee 


In connection with local entertainment 
there was much comment in Philadel- 
phia over the $10 registration fee, being 
the first time that a charge was made 
by a local entertainment committee at a 
commissioners’ convention. It was per- 
haps unfortunate that this should have 
started at Philadelphia, one of the chief 
home office centers and this having been 
the first insurance commissioners’ meet- 
ing in the city. Be that as it may, there 
are two sides to this question. The com- 
missioners,.members of their staffs and 
their ladies, naturally, were not required 
to pay for registration. The commis- 
sioners’ meetings have attracted quite an 
army of camp followers. These people 
being attorneys, organization and com- 
pany men are on hand to get acquainted 
with the commissioners and one an- 
other. Many of them come from cities 
that have not the facilities to entertain 
the commissioners’ convention. Hereto- 
fore, entertainment has been blanketed 
to cover not only the commissioners 
but the camp followers. There have 
been a few perquisites granted the com- 
» missioners in the way of presents or 
something of that character but the gen- 
eral entertainment was open to all. 
Quite naturally, the expense has risen 
because of the larger number of outsid- 
ers who are attending these meetings. 
It has become a burden where local re- 
sources are not so great. 


What the Fee Covered 


At Philadelphia tickets were issued at 
registration covering certain specific 
events. The items were the reception on 
Monday night, golf club privileges, the 
banquet and a trip to Atlantic City. The 
banquet ticket was valued at $5. The 
upshot of the matter was considerable 
feeling on the part of a number of the 
camp followers and a certain amount 
of criticism. A number did not register 
and a few when they had registered and 
found that there was a charge cancelled 
their registration. Philadelphia is always 
a hospitable city. It had a hard work- 
ing committee and the expense was not 
spared, but speaking from an impartial 
standpoint it might be very wise here- 
after to charge a registration fee of 
moderate amount, or. adopt the more 
Satisfactory plan of charging for the 
banquet and allowing those who desire 
to play golf to pay for that privilege. A 
great number did not go to Atlantic 
City, did not play golf and some did not 
desire to attend the banquet. It might 
seem appropriate therefore, for local 
committees to charge for the banquet 
and those other features in which a 
comparatively few desire to participate. 

It is too much of a financial burden 
for local insurance men to bear espe- 
cially as the outside attendance in- 
creases. It is an insurance commission- 
ers’ convention. Naturally the insurance 





without any fee whatever. That is per- 
fectly right and proper. With the in- 
creasing number of outsiders the ex- 
pense of entertainment is heavy and 
perhaps there should be some uniform 
standard if possible worked out. A num- 
ber of entertainment events might well 
be eliminated or curtailed. It has grown 
quite common for branch offices of out 
of the state companies, field men of 
fire companies and others to be called 
upon for contributions. This does not 
set so well. The entire entertainment 
program should be carefully considered 
by Chairman Pink’s committee and 
properly regulated. Suffice to say that 
the entertainment at Philadelphia was 
of an extremely high order. 


No Executive Secretary 


The recommendation made by Palmer 
of Illinois in his presidential address at 
Hot Springs that there be an executive 
secretary in order to centralize the work 
of the convention, coordinate its various 
activities and direct them was voted 
down unanimously. Evidently the com- 
missioners were not in a mood to under- 
take this departure partly because of the 
expense involved. The committee ap- 
pointed to consider the subject recom- 
mended that an appropriation of $4,000 
be made, taken from the surplus of the 
security valuations committee and after 
that a plan would have to be worked 
out for contributions by states. It is 
becoming more and more difficult to get 
appropriations, especially in states where 





the commissioners have but a small con- 
tingent fee or none at all. Some are 
obliged beforehand to go to the proper 
state authority and secure an appropria- 
tion. Sometimes the appropriation is not 
sufficient to pay the commissioner’s ex- 
penses on the trip. Furthermore, the 
point was made that there were danger- 
ous features in the proposed movement. 
Director Palmer had kindly offered the 
use of the Chicago office of his depart- 
ment for headquarters rent free. Gough 
of New Jersey found in this an unsatis- 
factory condition because in one depart- 
ment would be centralized information 
from the various states, some of which 
would be of a confidential nature. 


Cc. A. Gough’s Influence 


When Mr. Gough closed his remarks, 
criticizing the plan, there was no fur- 
ther discussion, the vote was taken and 
no negative voice heard. 

New Jersey’s Gough probably has as 
much if not more influence over the 
convention than anyone else. He has 
been attending the conventions for many 
years. He is an old timer in the work. 
Commissioners may come and commis- 
sioners may go, but “Chris” Gough 
goes on forever. He carries on from 
administration to administration. The 
commissioner of banking and insurance 
in New Jersey leaves the insurance de- 
partment to Mr. Gough. He is not a 
reactionary. He does not believe in 
following a course because that is the 
way it has been traveled. At the same 
time he is not a radical. He is a mod- 
erate progressive with his feet on the 
ground. Other commissioners regard 
his advice as sane and wise. He of 
course knows what has been done in the 





| Viewed at Commissioners’ Meet 








Top: J. A. Diemand, vice-president Indemnity of North America; Commissioner 
Yetka of Minnesota, and Commissioner Hobbs of Kansas. 
Center: Commissioners Bowles of Virginia, Hunt of Pennsylvania and Read of 


Oklahoma. 


Bottom: W. H. Kingsley, president Penn Mutual Life; Commissioner Sullivan of 
commissioners should be entertained Washington, and Clifton Maloney, president Philadelphia Life. 





past and its effect. When Mr. Goug} 
arises to speak he is given the utmos 
attention. At the examinations commit. 
tee meeting he being the originator 
the zone system plan, enthusiastically 
defended it, saying that on the firs 
company in his state in which it was 
tried, namely, the Prudential, he wa; 
agreeably surprised at the caliber of ex. 
aminers that were sent. 


Blackall and DeCelles 


Another commissioner that has a very 
healthy and wholesome outlook on vari. 
ous questions is Blackall of Connecti- 
cut. A lawyer, former newspaper man, 
former state senator he has brought to 
his present position an experience that 
is very valuable. Clean-cut when he 
speaks, he leaves a splendid impression, 

It may be that De Celles of Massa. 
chusetts is on the spot, owing to the 
revelations that have come out with re. 
gard to the Commonwealth Mutual Lia. 
bility in his state. Apparently, he was 
misled. The insurance companies have 
been against him in some of his activi- 
ties. However that may be, Mr. 
De Celles has a splendid speaking voice, 
His choice of English is finished. He 
attracts attention when he speaks. He 
is a man of culture and reading. 








LOSE VALUABLE MEN | 





With Rollin M. Clark, chief deputy 
of the New York department, leaving 
to go with the Continental Casualty and 
the Continental Assurance in Chicago as 
an official, and J. J. Magrath, head of 
the fire and casualty rating department, 
going with Chubb & Son of New York, 
there is a big hole left in the New 
York staff. Mr. Magrath’s leaving 
means a particularly pronounced loss to 
the New York department. He is all 
things in one, composite, so to speak, 
He knows the technique of fire, cas- 
ualty, surety and marine rating. It 
would be very difficult to find a man 
who has this comprehensive knowledge. 
He was at the Philadelphia meeting in 
his official capacity for the last time. 
The commissioners of other states re- 
gret to see him leave their ranks be- 
cause he has always been regarded as 
an authority. At the meetings Super- 
intendent Pink has relied largely on Mr. 
Clark and Mr. Magrath and they often 
acted as his spokesmen and intermedi- 
aries. Mr. Clark was at the Philadel- 
phia meeting as an observer, returning 
to his old former relationship because 
he always attended the meetings when 
he was insurance editor of the United 
States “Daily.” 


Hunt, the Host Commissioner 


Hunt of Pennsylvania, naturally was 
on the job at all times, being the host 
commissioner. While he has met with 
antagonism now and then on part of in- 
surance interests, he has been a con- 
structive force in the state house of 
Pennsylvania. Pennsylvania, like many 
other states, is politically ridden. The 
insurance department has been domi- 
nated by politics. Commissioner Hunt 
has had of course to meet this situation 
and in spite of political demands he has 
maintained an independent attitude. He 
has done something for Pennsylvania. 
He may have tried to cover too much 
territory or desired to travel too fast 
but as an administrator he stands head 
and shoulders above many of the Penn- 
sylvania commissioners of the past. Sen- 
ator Joseph F. Guffey of Pennsylvania, 
who was in my class at Princeton Uni- 
versity, remarked to me at our annual 
reunion this year that he would not at- 
tempt to use any influence to try to get 
Commissioner Hunt to do something 
that he did not desire to do or thought 
was not right. Senator Guffey said, 
“The most that I would try on Owen 
Hunt would be a letter of introduction 
and that would end it.” 

King of South Carolina, ruddy-faced 
and youthful, came to the front this year 
with his resolution commending Post- 
master-General Farley for blocking the 
mails to mutual benefit cooperative en- 
terprises that he deemed fraudulent. 
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his was the resolution that was as- 
jgned to the committee on unauthor- 
ved insurance and recommended by it 
or action by the convention which was 
jone. Commissioner King is a popular 
man at. these meetings. At times he 
was very facetious, particularly in his 
omments regarding Holmes of Mon- 
ana who is the comedian of the con- 
vention. 
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McCormack of Tennessee, one of the 
ew commissioners, was the only one of 
he neophytes who spoke. Being a for- 
er Memphis insurance agent, he has a 
rood knowledge at least of insurance. 
urphy of Iowa has a national reputa- 
ion, having been the immediate past 
president of the American Legion. He 
as on the air for 15 minutes Monday 
evening, telling about the work of the 
onvention and he spoke at the banquet. 
Commissioner Hunt, who presided as 
oastmaster, evidently got twisted in his 
mental processes as after referring to 
Commissioner Murphy’s office with the 
American Legion, said: “He was highly 
honored this afternoon by being elected 





W vice-president of the National Associa- 


tion of Insurance Commissioners.” As 
a matter of fact Commissioner Murphy 
was defeated by Carpenter of California. 
Before the official vote was counted 
Murphy most graciously moved that the 
vote for Carpenter be made unanimous. 
Carpenter is a very strong man. He 
took a high position in the Pacific Mu- 
tual Life case. He was arduous, hard- 
working and intelligent in his treatment 
of that company. He is a strong pillar 
on the Pacific coast. He, being a for- 
mer insurance man knew the business 
before he went into office. California 
has had an unfortunate reputation in its 
insurance department, but Carpenter has 
brought about a thorough housecleaning 
oe forced the state up to a higher 
rank. 





EARLE’S VIEWS DECIDED 








Earle of Oregon is another of the 
men of the coast to make _ himself 
known. He has decided views and is 
not afraid to express them. He is chair- 
man of his zone examination commit- 
tee and assumes much responsibility in 
this position. 

The commissioners are speculating 
whether Bowen of Ohio will win a new 
suit of clothes. O’Malley of Missouri, 
fiery and impetuous, but thoroughly 
sincere and honest, was defending the 
point that supervising officials could 
control companies of their states if they 
operated by mail in other states with- 
out a license. He said that he had two 
such companies in Kansas City, the Na- 
tional Protective and the Postal Life & 
Casualty, both stipulated premium com- 
panies. These companies operate in 
other states by mail. Commissioner 
Bowen went so far to say that he had 
appealed to Commissioner O’Malley to 
keep these companies in line in Ohio. 
Mr. Bowen said that he had no success 
and he objected to what these compa- 
nies were doing. O’Malley was on his 
feet at once and challenged Mr. Bowen’s 
statement, demanding an apology. He 
said that he would give him a new suit 
of clothes if he could prove what he had 
said. Mr. O’Malley claimed that he had 
the two companies under control, de- 
manded that their literature and poli- 
cies be submitted to his department and 
he did not think that their mail opera- 
tions could be criticized justly or any 
charge of misrepresentation made. 


Palmer’s Absence Felt 


It was most unfortunate that Palmer 
of Illinois, the president of the organiza- 
ton, could not have been at hand at this 
meeting inasmuch as he had been such 
a constructive force in revamping its af- 
fairs. All had looked forward to his 
versatility and genius in handling a con- 
vention. Among other things he advo- 
cated “open covenants openly arrived 
at.” In other words, he did not see the 
necessity of having prolonged executive 
sessions. He feels that the insurance 
People who are attending need enlight- 
ening and they can get a viewpoint of 








the commissioners work by being pres- 
ent, especially when departmental ques- 
tions are being discussed. His influence 
was seen in the meeting of the examina- 
tions committee which for the first time 
in its history was not executive. 

Bowles of Virginia, who was named 
for the presidency, is a typical Vir- 
ginian, having great pride in his state 
and its people, rather oratorical in his 
style and rapid in his parliamentary 
procedure. 

Yetka of Minnesota never fails to 
make himself heard when he has some 
definite ideas. He may be against the 
government at times, but he has the 
courage of his convictions and does not 
hesitate to speak his mind. He was the 
most outspoken critic of the zone exam- 
inations system, claiming that the 
states where a company has its chief 
business should be the ones represented 
at an examination and not a section 
where only a small part of its mcome 
arose. However, the commissioners feel 
that geographical representation must 
prevail. The system requires rotation 
by states in a zone examination. Some- 
times a state will be assigned where the 
premium income of a company is very 
small comparatively and yet it is only 
taking its turn. 


Glad to Go to New York 


The commissioners are glad to re- 
turn to New York for their December 
gathering. That is the logical place for 
a winter meeting. here is no enter- 
tainment and the outside diversions are 
therefore but few. New York is the 
logical place for the meeting because 
at that time a number of insurance or- 
ganizations hold their gatherings there. 

The question arises as to the place 
of the next annual meeting. Virginia 
insurance men are urging President 
Bowles to head a movement to have the 
gathering held in Richmond. The Na- 
tional Association of Insurance Com- 
missioners has held one meeting in Can- 
ada, being at Toronto. Superintendent 
La France of Quebec, who succeeded 
the late Superintendent Dugal who at- 
tended United States meetings in later 
years, extended an invitation for Que- 
bec. O’Malley of Missouri will extend 
an invitation to hold the meeting in 
St. Louis. 

Carpenter of California, having been 
elected vice-president, is in line of suc- 
cession for the presidency in 1939. As 
that will be the year of the exposition at 
San Francisco, in all likelihood a strenu- 
ous effort will be made to have the an- 
nual meeting for that year held in that 
city. 





BASIS OF TAXATION 








The commissioners are very much in- 
terested in attempting to get uniform- 
ity as to basis of taxation. De Celles 
of Massachusetts presented a very in- 
telligent paper at the St. Paul meeting 
advocating a standard for taxation basis. 
Naturally, the rate of taxation may dif- 
fer but the basis itself should be the 
same. 

Harrison of Arkansas, a new commis- 
sioner, is one of the best known men 
attending commissioners conventions. 
He served a short term as Arkansas 
commissioner, in days gone by, previ- 
ously was deputy and in late years. has 
been an insurance attorney in Little 
Rock. 


Afraid of Washington, D. C. 


For the first time in many years the 
Maine commissioner was present this 
year, he being C. Waldo Lovejoy, who 
was secretary of the Maine Association 
of Insurance Agents. Gauss of Michi- 
gan, another of the new officials, was a 
former commissioner and hence needed 
no introduction to those who were in 
office when he was head of the Michi- 
gan department. 

Many of the commissioners very ob- 
viously are skittish when it comes to 
any suggestion that some appeal be 
made to the federal government. Even 
the resolution originating with Com- 
missioner King of South Carolina com- 
mending Postmaster General Farley for 








prohibiting the use of the mails to 
fraudulent mutual benefit, cooperative 
associations raised the question as to 
whether that might not be an entering 
wedge. Yet in case of these concerns 
which infest largely the south, Pacific 
coast and central west without fear, 
there is no way for the insurance de- 
partments to cope with them. In but 
few states are there any regulations 
over these so called non-profit outfits. 
Even those that have any regulations 
find them loose and ambiguous. A con- 
cern establishes a habitat and then uses 
the mails, flooding the people through 
this avenue with tons of literature. 
When claims arise, immediately there 
is an effort made to dodge them 
through some provision in the policy. 
There is no way that the insurance de- 
partment in the state in which the 
claimant resides can accomplish any- 
thing. Under the decision of the United 
State Supreme Court insurance can be 
sold by a company not licensed in a 
state if it uses the mails but no repre- 
sentative can appear. 


Unauthorized Insurance Issue 


The question of unauthorized insur- 
ance is one of the most important, vital 
and difficult ones before the commis- 
sioners. So far as the cooperative, mu- 
tual benefit enterprises are concerned, 
there seems to be no way to reach them 
other than through the postoffice de- 
partment. As soon as a large number 
of claims are accumulated the promoters 
then seek another location and get an- 





other name ‘for their outfit. Commis- 
sioners declare that they have appeals 
from claimants for help, they correspond 
with the state commissioner where the 
cooperative is located and find that no 
recourse can be secured. Where an out- 
fit is licensed in its home state, the home 
commissioner can bring pressure to bear. 
However, the most widely publicized 
concerns roam at their will with no 
regulation at home or abroad. Even at 
that, some of the ‘commissioners need 
to wear blinders because the bogey man 
of federal control or regulation of in- 
surance bobs up and gives them the jit- 
ters. O’Malley of Missouri was particu- 
lary emphatic in his advice not to have 
traffid with Washington, D. C., in any 
way. 
Pamunkey Indian Ceremonial 


The greatest sideshow at the com- 
missioners annual meeting centers about 
the initiatory ceremonies of the “Pa- 
munkey Tribe of Real _ Indians.” 
There were 107 neophytes taken over 
the hot sands at Philadelphia at $5 a 
throw. The initiation was made in the 
most picturesque forest like, camp like 
setting. The ritual which was devised 
and written by the late Henry F. Tyr- 
rell of the Northwestern Mutual Life, 
who until his death was scrtbe, has many 
eloquent, humorous and interesting fea- 
tures. However, in order to get this 
over there is real need for stentorian, 
resonant, far reaching voice. Otherwise 
the audience loses interest because the 
people cannot hear and the noise and 
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confusion drown out any, effect; of the 
ceremony. This was made very obvious 
when Thomas Watters, Washington, 
D. C., attorney, substituted in the team, 
and his first few words were so sonifer- 
ous.and distinct that the audience burst 
into applause. The late Lamar Hill, 
vice-president. and general counsel of 
America Fore group. was absent due to 
the death of his wife. Two days later 
Mr. Hill himself passed beyond the hills. 
He had an impressive manner and a 
distinct intonation. E. C. Stone, United 
States general attorney of the Employ- 
ers Liability; is dramatic, effective and 
brings out every cadence and all the 
nuances that belong to his part in the 
ritual. . 


Occasion{Marked _ 7 
~ igby,4-Day Roundup 


(CONTINUED FROM PAGE 4) 


state and city. He made special refer- 
ence to the accomplishments of the 
Bankers Life. The introductory address 
of the convention was given by Mr. 
Devoe. He mentioned the important 
part played by the agent. He said the 
policyholder thinks in terms of the agent, 
not the company. He praised the work 
of the company’s pioneer agents, .read- 
ing their names. These agents of the 
early days, Mr. Devoe said, had to sell 
promises of future performance, but no 
demonstrated results. 

Mr. Devoe remarked that there is no 
public demand for change or reform in 
the life insurance business, this being 
in marked contrast to the sweeping re- 
visions in operating methods that have 
been demanded and made by nearly 
every other type of financial institution. 
Mr. Devoe predicted that the most im- 
portant change in life insurance in the 
immediate future would be an improve- 
ment in the quality of business written. 





President Reviews the 
Company’s Fifty Years 


President H. S. Wilson’s review of the 
company’s 50 years of progress was the 
outstanding feature of the first session. 
Response on behalf of the agency or- 
ganization was made by W. C. Butler, 
Chicago general agent for the last 14 
years. The jubilee dance was held in 
the evening at the Broadview Country 
Club followed by a supper at 11:30. 
Tables were also provided for bridge. 
The affair brought out an attendance of 
225. 

E. F. Goodrich, general agent at 
Topeka, got the second session off to a 
good start with his talk on “Three dec- 
ades in the life of an insurance man.” 
Mr. Goodrich has been with the Bankers 
Life since 1907. He has produced a 
minimum of $250,000 annually for the 
past 11 years. He was the company’s 
leading personal producer last year, and 
his agency has been the leader for the 
past four years. He has written at 
least one application a week for 602 con- 
secutive weeks. 


Cheaper to Buy Than 
Feed, Board the Agent 


Mr. Goodrich spoke briefly of the 
horse and buggy days, and said the 
farmer often found it cheaper to buy 
a policy than to feed and board the agent 
and his team. Coming down to the 
modern agent, Mr. Goodrich said that 
what he needs more than any other one 
thing is courage. Agents fail for a variety 
of reasons, but lack of courage is, Mr. 
Goodrich said, the chief cause of failure. 

The Borden and Busse sound film, 
“How to Make a Sales Presentation 
Stay Presented” was shown, and R. E. 
Roush, general agent at Oklahoma City, 
concluded the session with an inspira- 
tional address. Chas. Smrha, Nebraska’s 
insurance director, who was to have 
spoken on “Time Tells” was unable to 
appear, being detained at the insurance 
commissioners convention in Philadel- 
phia. 

In the afternoon there was a golf 
tournament and in the evening a stunt 


eral agent at Beatrice, Neb., holding 
forth as master of ceremonies. All of 
the performers were Bankers Life peo- 
ple.. The feature of the evening was 
the 17 piece clown band, composed en- 
tirely of men attached to the V. A. 
Marshall agency of Fairbury, Neb. 


Ordinary and 20 Pay Are 
Backbone of the Business 


John H. Ames, assistant actuary, 
opened the next morning’s meeting 
with his talk on “The Importance of 


Quality Business.” He said that the 
days of “hit and run” business, and the 
great emphasis on volume are over. All 
of the recent experience of life com- 
panies shows that the poor agent must 
be eliminated. Referring to persistency, 
‘Mr. Ames said that ordinary life and 
20 payment are the backbone of the busi- 
ness, they renew best, and by long odds. 
Annual premium policies renew nearly 
twice as well as those written on the 
semi-annual basis, and about 40 percent 
of all term policies lapse at the end of 
the first year. 

Mrs. E. Ly’ Marty, agent at Lincoln, 
spoke on “Fulfillment of the Years,” 
discussing the principles that have made 
the company a sucess. A visual display 
of the company was given in a moving 
picture film. ‘Turning Over the Pages.” 
Glimpses of the home office and its per- 
sonalities were shown. There were pic- 
tures of the early home office quarters, 
as well as the former offices. The ex- 
planatory talk was given by Henry W. 
Fouts, home office supervisor, and the 
film was prepared under his supervision. 

Howard J. Burridge, THE NATIONAL 
UnperwriTer, was the concluding speaker. 


Golden Anniversary 
Banquet Attended by 300 


At the “Golden Anniversary” banquet 
that evening, attended by over 300, the 
speakers were E. P. Brown, director of 
the Federal Reserve Bank at Kansas 
City and C. Petrus Peterson, general 
counsel of the Bankers. Mr. Peterson, 
Ralph T. Walker and A. J. Strang were 


the speakers on the last day. Mr. 
Walker, agent at Topeka, spoke on 
“Hitching My Wagon to a Star.” Mr. 


Strang, general agent at Beaver Falls, 
Pa., discussed “This Business of Ours.” 

President Wilson presented plaques 
to the i1 leaders in the May pre-con- 
vention drive. V. A. Marshall, Fair- 
bury, Neb., received the trophy as the 
leading general agent, and Harold Cole- 
man, Mitchell, Neb., was given the award 
as the leading personal producer. 


Equitable Life of New York 
Women Producers in Rally 


(CONTINUED FROM PAGE 7) 


Hermine Kuhn, Rosenstein agency, 
whose telephone approach system has 
attracted wide attention. All Miss 
Kuhn’s questions are directed towards 
obtaining the prospect’s policies for an 
audit. She gave several specific exam- 
ples of these lead-off queries. 

“One of the most effective sentences 
I have used,” said Miss Kuhn, “is: ‘Do 
you know that the life insurance coun- 
selors within the last few years have 
made a survey of the average man’s life 
insurance estate and they have found 
certain factors which apply effectively 
to 90 out of 100 instances?’ If I think 
the man falls in the category of having 
an estate around $100,000 or more, I say, 
‘Do you know that today a man’s estate 
is entitled to $40,000 exemption of 
stocks, bonds, or real property and in 
addition to that, his estate is entitled to 
$40,000 exemption on life insurance 
made out to named beneficiaries?’ 


Approach for Moderate Income 


“When in my estimation the man 
falls in the category of the average in- 
come class of $3,000 or $6,000, I use 
practically the same question but 
worded in this way, ‘Will the proceeds 
of your policies go to your children, if 
your wife predeceases you, without go- 
ing through probate court?’ If the 





cies within a week or two weeks or 
whatever time is specified, I tell him 
that my secretary will phone him to 
make a definite appointment to call for 
them.” 

At the next interview when the poli- 
cies are obtained, Miss Kuhn tries to 
get as much detailed data as possible, 
since the program will be based on this 
information. She finds out the wife’s 
age, the children’s ages, the names of 
the children, if the prospect’s father, 
mother, or father-in-law and mother-in- 
law are still living, whether they are de- 
pendent on him, whether he has any 
property or mortgage on his property, 
what stocks, bonds and other securities 
he owns, whether his children, his wife 
or himself has a savings bank account, 
whether his wife worked before he mar- 
ried her and what type of work she did, 
whether there is any possibility of in- 
heriting money on either side, his pres- 
ent salary or other income, whether he 
wishes his children to go to college. 
Miss Kuhn also tries to pin the prospect 
down if possible on the minimum 
amount he feels his family can live on, 
breaking this down into the various 
items of expense. 


Makes Prospect Ask Question 


In her third interview, Miss Kuhn 
presents to the prospect a complete an- 
alysis of her recommendations to adjust 
his life insurance to fit his needs and 
only after she has his consent to go 
ahead with these recommendations does 
she present a program showing the in- 
come that his present insurance will give 
to his family and a program showing 
how much more income is needed to 
keep his family on the basis that he 
himself had already indicated. Under 
no circumstances does she show the 
amount of insurance necessary for the 
income needed, because she wants the 
prospect to ask how much he has to put 
aside to complete the new program. 

Mrs. Estelle Bruck of the Karsch 
agency said that in making the approach 
agents should permit the prospect to 
help by letting him talk about himself 
but she warned if the prospect is a per- 
son who likes to talk the agent must be 
sure that after a few minutes he or she 
will follow the trend of the agent’s 
thought and not the other way around. 


Four Prerequisites to Approach 


Before any approach can be made, 
however, there are four prerequisites, 
Mrs. Bruck said. She said that these 
are first the need to succeed based upon 
either love of work or necessity of work- 
ing; then, the first step in making effec- 
tive the desire to succeed is the acquisi- 
tion of knowledge of the business, which 
in turn will give the agent self-confi- 
dence, and this self-confidence will re- 
sult in the power to persuade others to 


action. 

Mrs. Dorothy S. Briggs, Miner 
agency, presided at the first session. 
Mrs. Briggs has twice qualified for pro- 
duction clubs since joining the company 
in 1933 and for the first five months of 
this year has paid for $225,000. Miss 
Evelyn C. Schmidt, Bender agency, pre- 
sided at the second session. She en- 
tered the company in 1935 and last year 
qualified for the $200,000 club. 


Texas Association Sponsors 
Life Insurance Sales Chair 





(CONTINUED FROM PAGE 9) 

Amicable Life, Corpus Christi: S. R. 
Hay, Jr., Great Southern, Houston; 
Robert Campbell, Volunteer State, Beau- 


mont; R. M. White, Jefferson Standard, 
Dallas;and V. E. Behrens, General 
American, Abilene. Efforts of Houston 


to secure the National Association of 
Life Underwriters convention were en- 
dorsed. 

Virtually a sales congress was held at 
the convention, President Ricks Strong 
presided and Starkey Duncan was gen- 
eral chairman. Welcome was extended 
by J. Farrell, Pacific Mutual, San 
Antonio, and response by J. B. Bau- 
mann, Pacific Mutual, Houston. 


more than 100 members, formation of 
new association to hold alternate meet 
ings at Big Spring, San Angelo an 
Abilene. Matthew Brown, legislatiy 
chairman, did good work in securing 
passage of the guardianship bill, whic} 
permits buying life insurance for a ward 

Alva Carlton, Houston, reported oy 
the leaders’ round table, ‘saying it was 
constructive, affording agents a definit 
goal. Membership has been opened ty 
managers and general agents who s¢l 
business. 


Deprecates Trick Approaches 


“Now Why Did You Do That?” wa 
the theme of S. R. Hay, Jr., agency di. 
rector Great Southern Life, Houston. He 
stressed proper pronunciation of terms, 
and spoke against trick approaches, 
Matthew Brown, General American, 
spoke on “The Local Member and the 
Legislative Situation.” He urged effort 
to prevent the presentation of “crack 
pot” ideas that discredit life insurance 
men. The legislative problem requires 
house cleaning on the part of home of. 
fice, general agents and agents, Shy- 
sters and quacks without training should 
be and will be eliminated. Large num. 
bers of untrained agents create sales re. 
sistance. Educational work and consid. 
eration of an agent’s qualification law 
were proposed. 


Service Approach Profitable 


R. L. Thomas, Fidelity Union Life, 
Dallas, talked on “Our Opportunities” 
emphasizing the service approach. Serv- 
ice, he said, is the keystone of prestige 
and makes the agent respected and influ- 
ential. 

Members of the leaders’ round table 
were guests of the association at lunch. 
H. H. Ochs, Wolff & Marx, San An- 
tonio, spoke on “Responsibilities of 
Leadership,” agents rendering the finest 
possible service in making it possible for 
children to have continued companion- 
ship and guidance of their mother, he 
said. Agents help to determine and 
mold the character of youth. 

H. G. Hewitt, Northwestern National, 
Houston, reported on C. L. U. educa- 
tional work, especially praising Fort 
Worth leaders. He commended the 
Dallas chapter for its work. 


oO. Sam Cummings’ Talk 


O. Sam Cummings, vice-president Na- 
tional Association of Life Underwriters, 
told program plans for the Denver con- 
vention. Under direction of D. J. Far- 
rell, Pacific Mutual, San Antonio, a 
demonstration of use of prestige building 
sentences was given, with assistance of 
San Antonio agents. 

A clinic on program selling, presented 













































by Julius Stein, Lincoln National, San 
Antonio; J. M. Abell, Southwestern 
Life, Houston, and Barney Shields, 


Great National, Dallas, developed three 
programming plans: programming after 
a sale, securing information about a 
prospect and analyzing needs, and use of 
an introduction card. Uniess program- 
ming is properly used, he said, failure 
rather than success will result. Proper 
use of audit programming builds pres- 
tige, establishes the agent as a profes- 
sional man and counsel, bringing in- 
creased sales volume and reduced lapse. 


Establish Managers’ Division 


A resolution endorsing election of O. 
Sam Cummings for president at the 
Denver meeting was adopted. Another 
resolution calls for charging a small reg- 
istration fee at sales congresses. It was 
voted to establish a general agents’ and 
managers’ section. Directors for the 
section selected were: Elmer Abbev, 
George Brooks, John Johnson, Felix 
Hargis, JT. B. Baumann, D. E. Peavev, 
W. D. Foster, W. L. Edmond, C. F. 
Colter, and Jack Cashell. 


Charles E. Becker, president of the 
Great American Life, of San Antonio, 
was the cuest in Wichiea, Kan., of his 
mother, Mrs. Caroline E. Becker. Mr. 
Becker was born in Wichita, and spent 
his boyhood days there. He was on his 
wav back to San Antonio from Roches- 
ter, Minn.. with his wife. where she had 
been under treatment. Mr. Becker 











night with M. V. (Pat) Lonergan, gen- 





man consents to my calling for his poli- 


President Strong noted increase of 


founded his company. 
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hes 

at?” was NEW YORK, July 1.—There is no 
ency di cord of anyone lasting very long in 
ston He e life insurance business who_ went 
f ters blely for the big policies, according to 
roaches D. Howell of the J. Elliott Hall 





pency of the Penn Mutual Life in New 
ork City, who was the guest speaker 






merican, 













o eft the sales conference of the Kee 
: “crack MEY: Brooklyn, of the Mutual Life of 
1surancelme ce York. Mr. Howell told of an agent 





ho consistently produced $2,000,000 a 
ear and had three times gone over the 
000,000 mark, whose average policy 
ras $8,800 and of a group of large pro- 
cers who had averaged $1,000,200 for 
ore than 18 years and whose average 
olicy is $5,500. Big production can 
nly come from a large number of poli- 
ies, he said. 

While strongly urging the use of set- 


requires 















































e ement options he warned that agents 
n Life jamay set their sights too high and. try to 
unities’ awtite unduly large cases. As an indica- 
Sery:|)on of the need for wider use of settle- 
restige Mmmtent options he said that a survey cov- 
d influ. ering. $113,000,000 with an average audit 
f $60,000 and with an average of six 
d tablefpolicies in each audit showed that 86 
lunch, ppercent of the proceeds were payable in 
in An-paeash. Since it has ‘been shown that cash 
ies of mproceeds last on the average only about 
. finest paseven years, it is highly desirable that 
ble for fmgose who lack the settlement options in 
anion- Maheir policies should be shown the value 
er, he fp! them, he said. 
e and How Stocks Depreciate 
tional, Mr. Howell referred to a recent “Sat- 
— tday Evening post” article entitled 
F br W hat Securities are Secure?” This ar- 
icle analyzed a number of blue chip 
ptocks which showed a depreciation of 
+ percent from the amount invested in 
1t Na- them. This, he said, indicates that if a 
riters, man doesn’t give his money to a life 
r con- #eusurance company he has no chance of 
_ Far- B@having it. 
at. a The same point was brought out by 
mg the other guest speaker, District Attor- 
Ol GBney Martin Littleton ot Nassau County, 
who said that life insurance is the sal- 
—- vation of the man who has anything to 
Frans: pave. No man, as a rank amateur, can 
welds pete oe determine the investments 
iis lbtesie hag can safely put his surplus 
eal * ngs, e said, and added that he 
bom wou rather give his money to a life 
: llsurance company and take their con- 
oa ) tractual obligations than to try to accu- 
owe mulate safely that which the life com- 
pany can guarantee. C. E. Haas, edu- 
_ cational director, called attention to the 
eed various reasons why the social security 
ores act leaves a very wide field for life in- 
In- surance, 
upse 
Public Must Look to Insurance 
£ O: ‘The public still needs life insurance,” 
the he said. “Social security does no more 
ther than direct attention to it. The public 
reg- Must still look to life insurance as the 
was sale repository for its money.” 
and Mr. Haas revealed that the Social Se- 
the curity Board has been receiving in- 
bey, (uiries from many people who want to 
elix know where to invest their excess sav- 
vey, ings above social security act require- 
F. re tag! It is the board’s practice to tell 
‘ese inquirers to get in touch with a 
reputable life insurance company. Mr. 
the aas told how life insurance can be 


nio, ted in with the social security act, either 


his +0 provide more income or to permit re- 
Mr. rome at an earlier age than contem- 
ent Plated under the act. Mr. Haas used 






; ; : 
ead Diamond Life Bulletins’ social se- 
carity slide rule in showing how to de- 
ermine what the prospect's social se- 
as income will be. 

Manager W. H. Kee welcomed the 













Commissioners in Trip to 
New Jersey’s Great Resort 





ALL TAKEN TO ATLANTIC CITY 





Brief Talks Were Made at the Shore 
Dinner Presided Over by 
C. A. Gough 





It is doubtful whether the National 
Association of Insurance Commission- 
ers will soon forget its trip ‘to Atlantic 
City. When the six buses bearing the 
commissioners, their families and friends 
—247 in number—crossed the Delaware 
River bridge into Camden and the proud 
state of New Jersey, they were met by 
an escort of New Jersey state police. 
This escort was augmented by Ventnor 
and Atlantic City motorcycle police 
when the convoy reached the outskirts 
of the shore resort and the commission- 
ers were escorted through Atlantic City 
and Ventnor in royal style. 


Dinner at Atlantic City 


The shore dinner at 'Hackney’s made 
no pretense at formality and what talks 
were made were brief and informal. 
First there was ‘Commissioner Bowles 
of Virginia, now president of the asso- 
ciation. Commissioner Hunt of Penn- 
sylvania added his thanks and then 
turned the gavel over to Commissioner 
Gough of “New Jersey. The latter in- 
troduced Herbert A. Faunce of Atlantic 
City, president of the New Jersey 
Agents’ Association, and Mayor Harry 
Hodson of Ventnor. 

Commissioner Carpenter of ‘California, 
newly elected vice-president, was placed 
“on the spot.” He was called upon to 
speak after the others had finished ex- 
tolling the beauties and virtues of At- 
lantic City. Mr. Carpenter comes from 
Los Angeles. 


Resolution on Hill’s Death 


Those present adopted a resolution of 
sorrow or the death of Lamar Hill, vice- 
president of the America Fore group, 
who always attended the commission- 
ers’ meetings. Gough of New Jersey, 
who was presiding, tried, and failed to 
tell the commissioners of Mr. Hill’s 
death. His eyes filled with tears and 
his voice choked with emotion, he turned 
the sad task over to Commissioner 
Blackall of ‘Connecticut. 

Best crack of the entire convention 
was that of Commissioner Bowles 
at the dinner in Atlantic City. He had 
to catch an early train back home and 
so he was forced to deliver his remarks 
during the dinner. The serving was nat- 
urally noisy and he had difficulty mak- 
ing himself heard. Finally, he shouted: 
“Unless you are all quiet, these remarks 
will be lost to ‘posterity.” 

Only a very few of the crowd that 
filled the ballroom of the Bellevue-Strat- 
ford in Philadelphia for the annual ban- 
quet were aware of the fact that the 
state flags which adorned the room were 
the only collection of their kind in the 
country and had to be insured for $200,- 
000 before the Philadelphia committee 
was able to secure their loan. The flags, 
property of the Wanamaker Store, were 
all hand-made and took three years to 
complete. 








agents and supervisory staff. S. D. 
Bonner, agency organizer, was chairman 
of the morning session. Other speakers 
at that session besides Mr. Howell and 
Mr. Haas were Morris Largeman, 
branch manager; L. A. Shepherd; H. O. 
Finch, statistican; S. B. Diefendorf; A. 
P. Krug, P. E. Anolic, J. P. Weinstein, 
Walter F. Luce, S. L. Levy, Max Haas, 
J. E. Kunkun, B. A. Haas and Simon 
Kaufman. 

Winners in the afternoon golf tourna- 
ment were W. S. Taylor and S. D. Bon- 
ner. Mr. Littleton spoke following the 
dinner, after which there was dancing. 
The meeting took place at the Garden 
City hotel, Garden City, L. I. 








Find Answers in Linton Book 








From a reader in New York, THE 
NATIONAL UNDERWRITER received this 
communication: 

“Because of references to the book by 
clients, I finally read Gilbert’s ‘Life In- 
surance, a Legalized Racket.’ Has any 
answer been made to his accusations 
that: 

“1. Ordinary life or level premium 
insurance exacts premiums far in excess 
of the level average required in the span 
of the average man’s life as proven by 
the considerably lower average of term 
insurance. It was, my belief that the 
cash or legal reserve represented tem- 
porary overpayments of premiums to 
take care of subsequent deficiencies oc- 
casioned by rising mortality costs of ad- 
vanced ages. Yet that cannot be the 
case, otherwise cash values would ulti- 
mately decline instead of increasing as 
they do until the policy becomes en- 
dowment when the assured finally 
reaches the age of 96. 


Cash Value and Face Amount 


“2. If, as Gilbert says, the cash value 
is the savings feature—then why upon 
the death of the insured is not the cash 
value paid to the beneficiary in addition 
to the face amount of the policy. Or 
why should not the policyholder have 
the privilege of withdrawing his savings 
without surrender of policy, or without 





such withdrawal being treated as a loan 
at 6 percent interest. 

“3. Is Gilbert correct in stating that 
the companies are forbidden by law to 
apply cash values in payment of death 
claims. That if they do so it is evi- 
dence of insolvency. This is puzzling 
to me, for if the reserve is not used that 
way, what becomes of it? Does it go 
into surplus of the company, and if so, 
is that not unfair to the estate of the 
deceased policyholder as against the 
holder of a term policy who has nothing 
at stake beyond a low premium based. 
on bare mortality cost plus overhead?” 

This communication was referred to 
M. A. Linton, president, Provident Mu- 
tual Life and author of “Life Insurance 
Speaks for Itself,’—the valuable work 
which sets forth the answers to such 
statements as are mentioned in the let- 
ter from New York. Mr. Linton being 
in Europe, an official of Provident Mu- 
tual suggests that the answers are con- 
tained in Mr. Linton’s book. ~ 

Chapter II, page 5, will probably help 
the correspondent to understand the 
answers to paragraph 1, that official 
states. 

Chapter IV, page 16, and chapter VI, 
page 40, contain the answers to para- 
graph 2. 

Chapter III, page 13, will answer both 
of the questions in paragraph 3. 


























* MODERN LIFE INSURANCE 





STATISTIC 


A figure sleuth has discovered that the average length 
of service of Mutual Benefit men (excluding new 
men) who attended the 1936 Agents’ Convention was 
something over thirteen years. An analysis of the 
“composite man” of this group shows that he began 
his service shortly after the post war depression, made 
“good money” during the boom, had to scratch like the 
dickens for his commissions during the Great Depres- 
sion, and, still working hard, is getting better results 
for his efforts in 1936. His thirteen-year service record 
is at once a tribute to his ability and industry and to 
the Company with which he is associated. 
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Effect of the North Plan 


THE retirement of Vice-president Henry 
E. Nort of the MErRopoLiTtaAN at the 
head office to become Pacific Coast vice- 
president at San Francisco naturally 
brings up discussion of the “North Plan” 
of life insurance selling and agency de- 
velopment which has been the big fea- 
ture of* Merropouitan field work for 
some time. Mr. NortH became better 
known, perhaps, outside of industrial 
circles than within the industrial ranks 
because a number of ordinary companies 
took up his plan, while others con- 
templated doing so, thinking it would 
revolutionize life insurance selling meth- 
ods. Superintendent of Agencies KEN- 
acy of the Murua. BeEnerFitT is perhaps 
the most ardent advocate of the plan 
and is introducing it into Mutua BENE- 
FIT agencies through his “four horse- 
men” who are working among MUTUAL 
BENEFIT agencies and who sometimes 
spend as much as two or three months 
in an agency training the field men. The 
plan in brief provides for more system 
and more regimentation, built around 
what has come to be known as the two 
interview program system. 

In the METROPOLITAN over 100 special 
educators and trainers were at work in 


Interesting Illinois Provision 


One provision in the new Illinois insur- 
ance code will be of interest to all states, 
that being the automatic appointment of 
the insurance director, if a policy is issued 
by an unlicensed company, to accept serv- 
ice of process. This, if it will stand, is 
a step toward better regulation of un- 
licensed companies. A company domiciled 
in a state and licensed there has the author- 
ity under the decision of the UwnrtrTep 
States SuPREME Court to do business by 
mail in other states even if it is not 
licensed, although if it has an agent or 
representative in these unlicensed states he 
can be arrested. One of the greatest com- 
plaints today, especially due to the whole- 
sale raids of unlicensed mutual benefit, 
assessment outfits, is due to the fact that 
they pay no attention to claims and the 
insurance commissioner of the state in 
which the claimant is a resident is power- 
less. That forces the claimant to sue the 
concern at its headquarters. The upshot 
is that a claimant gets little or nothing. 

At the annual meeting of the NATIONAL 
ASSOCIATION OF INSURANCE COMMISSION- 
ERS during a session of the executive com- 
mittee, the question of dealing with un- 
authorized companies came up. This is a 
very lively, most difficult and trying prob- 


the various districts and while the plan 
was not exactly compulsory there was 
considerable pressure brought to bear on 
managers to get their men to use it. 
It is an interesting speculation whether 
the North plan, originated by an indus- 
trial man and used by an industrial com- 
pany, will not prove to be more success- 
ful in the ordinary than in the industrial 
field. It will no doubt be continued to 
be used by the METROPOLITAN but in the 
METROPOLITAN field ranks it is unofficially 
conceded that it is not likely to be 
pushed as hard as it was under Mr. 
NortH and that the expense of operat- 
ing it will be cut down. There is all 
ready a good deal of regimentation in 
the industrial business, some would say 
too much, while on the other hand most 
ordinary companies have been notori- 
ously lax in requiring their agents to 
live up to any standard of work or 
achievement. It would not be at all un- 
likely if the spirit of regimentation would 
be toned down somewhat in the indus- 
trial business whereas it may be the be- 
ginning of a new era in the ordinary 
business, thus bringing the plans on 
which two systems operate more closely 
together. 


lem with which the state officials have to 
deal. Commissioner BLACKALL of Con- 
necticut called attention to the fact that 
in some states there is a statute providing 
that when a non-resident motorist enters 
the state he must secure a permit and this 
automatically makes the commissioner of 
motor vehicles or whatever official supervises 
the automobile division as one on whom 
service can be procured. He suggested 
that this might be applied to unauthorized 
insurance companies. Commissioner YETKA 
of Minnesota challenged this statement, 
declaring that the motor vehicle law deals 
only with state affairs and property. The 
non-resident motorist uses state roads and 
streets. If he causes injury or property 
damage he comes strictly under the state 
statutes. So far as unauthorized insurance 
companies are concerned, this is largely 
a federal matter because they use the mail 
in soliciting business and the state has 
nothing to do therefore with violators 
under the decision of the Unitep STATES 
SuprEME Court that an insurance com- 
pany can solicit business in states where 
it is not authorized. However, the un- 
authorized company issue is a disturbing 
and distressing one for the commissioners. 


into line but which will not take -away 
from the states their sovereign rights will 


THe NATIONAL ASSOCIATION OF INSUR- 
ANCE COMMISSIONERS at its Philadelphia 
annual meeting showed that the organiza- 
tion is more cohesive and gives promise of 
accomplishing much more than it has in 
the past. It has been too loose-jointed 
and there has been too little coordination 
in its course. ERNEST PALMER, insurance 
director of Illinois, deserves great credit 
for starting the movement to modernize the 
organization, reduce its committees to those 
that have something to do, cutting out the 
driftwood and centralizing the work 
largely in the executive committee, 

L. H. Pivx, New York superintendent 
and chairman of the executive committee, 
made the remark that that committee 
should assume leadership. It should not 
wait for the obvious things to develop 
but it should cast its eyes ahead and be 
somewhat prophetic. It should divine pos- 
sible accomplishments that are much to be 
desired and set the machinery in motion. 


Insurance Commissioners’ Progress 





be welcome. Let us hope the new IIliy 
provision will stand. 


Therefore the standing and special q 
mittees will be expected to digest th 
discussions and make recommendatig 
sending their reports to the executive co 
mittee, which in turn will analyze 
and see if in the opinion of the mem 
the recommendations should go to 
convention proper. 

This will give the committees son 
thing to do. It will make the executi 
committee the guiding hand of the orga 
zation. The commissioners were 
ready for an executive secretary as recon 
mended by Mr. PALMER in his presidenti 
address at the mid-year meeting but in th 
way of convention examinations and th 
discussion of worthwhile subjects, togethy 
with more time assigned to committ 
work, the association should be of great 
moment and become far more poten 
There is needed much more time for con 
mittee hearings, discussions and delibe 
tions. 








PERSONAL SIDE OF BUSINESS 





Mrs. Lydia Baker, 63, wife of R. T. 
Baker, Union Central manager at Day- 
ton, O., died there. 


Claris Adams, president Ohio State 
Life, addressed the Celina, Van Wert 
and Ansonia Kiwawnis Clubs at Celina, O. 


Stephen Matyas, general agent Ohio 
State Life at Hazleton, Pa., has just 


completed 7% years of consecutive 
weekly production. He has been a 


member of the Ohio State Life Honor 
Club each year since he joined the com- 
pany. 


M. J. Eckert of Binghamton, N. Y., 
general agent Columbian National Life, 
is celebrating the 23rd anniversary of 
the founding of his agency this month. 
Last month Mr. and Mrs. Eckert also 
celebrated their 30th wedding annivers- 
ary. The office has built a substantial 
and steadily increasing volume of busi- 
ness which has maintained an exception- 
ally fine record of persistency, being one 
of the company’s leaders in this respect. 
John Botnick, supervisor of the W. S. 
Vogel agency of the Columbian National 
Life in Newark, is the first junior star 
producer to qualify his wife for the 
company’s Bermuda convention. He 
joined the Vogel agency last August. 
His first month he wrote $135,000 and 
paid for $100,000 of new life insurance. 


ae 
In “Chace Month,” C. J. Geraci of 
the Newark agency of the Prudential 
secured 37 applications in 25 working 
days. 

Nelson B. Hadley, who recently re- 
signed as head of the life division of 
the New York department, was present 
for the first time in his career as on- 
looker and camp follower at the Phila- 
delphia meeting of the National Asso- 





Any effort that will bring such companies 





ciation of Insurance Commissioners. He 


was one of the veteran men in state de 
partment ranks, having been connecte/ 
with the Michigan department prior t 
going to New York. He is now acting 
as life insurance consultant. 








H. K. Lindsley, president Farmers 
Bankers Life, has been elected treasure 
of the Wichita Rotary Club. 





F. C. Hughes, Milwaukee generd 
agent Mutual Benefit Life and president 
Milwaukee Life Managers & Genera 
Agents Association, has returned from 
his 25th reunion at Princeton and visiting 
Washington, Wilmington and Cape May, 
N.. J. 
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Miss Muriel Mudie of the actuarial de- 
partment of the Confederation Life has 
become the first Canadian woman fellow 
of American Institute of Actuaries. She 
has just been informed that she _ has 
passed her examination. She has been 
12 years with the Confederation Life, 
working on taxation and statements in 
the actuarial department. 


F. W. Walker, vice-president North 
western Mutual Life, has returned to 
Milwaukee from an eastern trip with 
his son, William. They attended the 
graduation of Frederick, Jr., from the 
engineering course of Lehigh Univer: 
sity, and spent a few days in Washing: 
ton and other points. 





V. M. Stamm, ~ Milwaukee general 
agent Northwestern Mutual Life, and 
Mrs. Stamm have returned from an 
European trip which included attendance 
at the coronation. 


H. A. Behrens of Chicago, chairman 
of the board of the Continental Casualty 
and president Continental Assurance, 
left this week for his home on Belvidere 
Island in San Francisco Bay where he 
will remain until after Labor Day. Mr. 
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Demand 
Growing for 
Non-participating 
Policies 


Non-participating 
Reliance Life policies 
are available as sur- 
plus lines. Non-par- 
ticipating policies are 
especially attractive at 
this time in cases of 
corporate and partner- 
ship insurance, or for 
anyone who wants 
guaranteed, low-cost 


insurance. 


Other 
Surplus Lines 
at 
Reliance 


Reliance Life writes 
all types of participat- 
ing and non-partici- 
pating life, as well as 
juvenile accident and 
health insurance. Any 
of these Reliance 
policies may be written 


as surplus lines. 


@ 
RELIANCE LIFE 


INSURANCE COMPANY OF 
PITTSBURGH. 


More than a Hundred Million of Assets 


Branch Offices in 32 Cities 























Behrens is a native son of the Pacific 
Coast, a great lover of San Francisco 
and its environs and a true California 
product. 


T. M. Simmons, New Orleans agent 
Pan-American Life, who has been on 
an extended trip abroad, taking in the 
coronation and visiting Holland, Ger- 
many, Austria, Hungary and France, is 
expected home soon. 


I. W. Faulks, assistant cashier at the 
home office of the Prudential is retiring 
after more than 40 years of service. He 
joined the company Feb. 15, 1897, and 
went to work in the cashier’s depart- 
ment. He was made assistant cashier 
in 1914, 

J. A. Perkins, 66, general agent of 
the Security Mutual Life of Lincoln, died 
Monday. He was a brother-in-law of 
Vice-president M. A. Hyde. 


Theodore M. Riehle, president Na- 
tional Association of Life Underwriters, 
spoke on life insurance on the Postal 
Telegraph Company’s “Forward Amer- 
ica” radio broadcast. A leading busi- 
ness or industrial executive is guest 
speaker each week. 


P. S. Mack, New England Mutual 
Life representative for 10 years in the 
W. W. House agency, Hartford, has 
been reported missing since June 7. 
There was no known reason for his 
disappearance. 

L. R. Luno, superintendent of agen- 
cies Mutual Trust Life, has been in 
Iowa visiting agencies in Davenport, 
Waterloo and Fort Dodge. 


M. A. Hyde, vice-president and 
agency director of the Security Mutual 
Life of Nebraska, has been appointed 
for a third three-year term on the Lin- 
coln library board. He was named as 
vice-chairman of the trustees section of 
the American Library Association at its 
recent meeting. 

Corroon & Reynolds of New York 
City, who operate a fleet of fire insur- 
ance companies, acted as hosts at the 
convention of insurance commissioners 
at Philadelphia, prior to the banquet, 
the firm giving a reception in the junior 
ballroom near the banquet hall. The of- 
ficials in charge were Vice-Presidents 
John R. Barry and Albert N. Butler. 
Mr. Butler was formerly with the New 
York insurance department as head of 
its fire rating division in the New York 
City office. 

Miss Elsie Leavy, who is the “right 
hand man” of Commisioner Daniel of 
Texas in the life department, usually 
attends the commissioners’ meetings. 
She was the only woman connected with 
a state department at the annual meet- 
ing in Philadelphia. 

At the funeral services for J. E. Mc- 
Pherson, treasurer Business Men’s As- 
surance, in Kansas City, honorary pall- 
bearers included W. Grant, J i 
Torrance, J. C. Higdon, L. D. Ramsey, 
L. L. Graham, S. T. Gilmore and Dr. 
E. F. Robinson, officials of the Business 
Men’s Assurance; D. T. Torrens, presi- 
dent Kansas City Life; Daniel Boone, 
president Midland Life, and Cliff C 
Jones, Kansas City Fire & Marine. 
Burial was in Blue Rapids, Kan. 


Isaac Miller Hamilton of Chicago, 
president of the Federal Life, who has 
been on a tour around the world, arrived 
in New York City Thursday morning 
on the “Rex.” He was at the corona- 
tion ceremonies in London and then 
went to the international Rotary con- 
vention at Nice, France. Executive 
Vice-president L. D. Cavanaugh was at 
the pier to meet him. Mr. Cavanaugh 
had attended the insurance commission- 
ers’ meeting at Philadelphia. 

Spencer Keare, home office represen- 
tative, and Mrs. Keare, who is the 
daughter of President Hamilton, met 
him at the boat and remained until he 





left for Chicago Saturday. Vice-presi- 
dent George Barmore had started a wel- 
come home contest so that President 
Hamilton was greeted with some new 
business. He appeared at his office 
Monday morning and was heartily wel- 
comed. 

Leo R. Porter, Lincoln National gen- 
eral agent and regional vice-president of 
the Kansas Association of Life Under- 
writers, underwent an emergency op- 
pendectomy in a Wichita hospital, but 
is recovering rapidly and hopes to at- 
tend the company’s regional convention 
in Colorado Springs. 

J. D. Morse, president Home State 
Life of Oklahoma City, was host to a 
group of general agents and a few spe- 
cial friends at a barbecue stag dinner 
and garden party at his country home. 
Between 35 and 40 were present. 


L. L. Anderson, 71, retired, for 44 
years a life insurance man in Louisville, 
died of heart trouble. For many years 
he was general agent of the Connecticut 
Mutual. He had also been general agent 
of the Union Central. 


Mr. and Mrs. S. W. Harvey of Bloom- ! 


field, N. J., celebrated their 50th wedding 
anniversary June 29. Mr. Harvey has 
been with the Metropolitan Life since 
1905. 

F. W. Ryan of the G. E. Lackey 
agency of the Massachusetts Mutual 
came within two strokes of winning the 
championship of the Detroit District 
Golf Association at its annual tourna- 
ment. He led the new champion up to 
the 25th hole of the 36-hole match. He 
was also runner-up in 1936. 

Roger B. Hull, managing director and 
general counsel of the National Life 
Underwriters Association, and Mrs. 
John W. H. Crim were married in New 
York City last Friday. 

Mrs. Crim spends considerable of her 
time at her Oakland Farm, Somerville, 
N. J. She was the widow of John W. 
H. Crim. The wedding took place in 
her apartment, 130 East 75th street, 
New York, Rev. Willard P. Soper of the 
Huguenot Memorial Church of Pelham 
Manor performing the ceremony. After 
a brief wedding trip Mr. and Mrs. Hull 
will pass the rest of the summer at Oak- 
land Farm. They will make their home 
at 876 Park avenue, New York, after 
Oct. 1. 

H. I. Potter, Chicago, life department 
manager Marsh & McLennan, has been 
elected president of the Wisconsin 
Alumni Association. He was gradu- 
ated from the university in 1916 and 
has been active in the alumni organiza- 
tion since, being a representative on the 
university's athletic board. 


Howard Austin, Jr., son of the Pru- 
dential ordinary department, manager in 
Kansas City, Mo. was awarded the 
Plimpton prize given to the Yale scien- 
tific school senior for high scholarship 
and character. 


Boy Scouts Entertained 


The U. S. Chamber of Commerce en- 
tertained the Boy Scouts attending the 
national jamboree in Washington, D. C 
About 30,000 scouts from 48 states and 
24 foreign countries went to Washing- 
ton. 

The program began with an address 
of welcome followed by a visual demon- 
stration and lecture entitled “Fire Haz- 
ards in Action” by W. H. Rodda, a fire 
prevention expert representing a group 
of fire insurance companies. The third 
item on the program will be the sound 
film “Once Upon a Time,” which is an 
animated street safety cartoon that is 
full of action. This film is being fur- 
nished by the Metropolitan Life. 


More money with accident. Read Acei- 
dent & Health Review for details. $2 a 
year. 175 W. Jackson, Chicago. 
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SAINT Louis MuTvAL 


e Life Insurance Co., 








Saint Louis, the 
capital of conserva- 
tism and the seat of 
solidity, has always 
been a hard city to 
sell. When Missouri 
says ‘Show me,” 
Saint Louis says 


“Prove it.” 


Saint Louisans 
have been purchas- 
ing from the Saint 
Louis Mutual Life In- 
surance Company 
since 1857. This com- 
pany has successful- 
ly proven to Saint 
Louis and to the 
Middle West that its 
honest, intelligent and 
economical manage- 
ment is the surest 
road to stability and 


safety. 


There is a better 
future in a company 
with a good past. 
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ST. LOUIS, MISSOURI 


F. H. Ereismann, President 
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Starting 


from Scratch 
e 
General Agent Smith built $1000 


a month renewal income in 6 
years. How? 






A good personal producer but 
with no prior agency experience, 
he bridges the gap from personal 
preduction to agency building 
with certainty and with profit. 


Carefully laid plans and specifi- 
‘cations using only proven meth- 
ods, eliminating experiments, 
profiting by the experience of 
others got the job done. 





Our agency plan concentrates on 
training personal producers into 
career General Agents. Address 
inquiries to O. R. McAtee, Director 
of Agencies. 


REPUBLIC 
NATIONAL 


LIFE INSURANCE 
COMPANY 


“Registered Policy Protection” 
Home Office: 
Dallas, Texas 


THEO. P. BEASLEY 
President and General Manager 























Desirable 


Territory 


in 


INDIANA 


with a sound 


progressive organization 


Write to 


RURAL BANKERS 


Life Insurance Co. 
610 Sherland Building 
South Bend, Indiana 
John V. Sees, President 















LIFE AGENCY CHANGES 





Dividing Agency in Chicago 





General Agent Drew of Mutual Benefit 
Retiring; Appointments to Be 
Announced Soon 





The Mutual Benefit is splitting up its 
Chicago general agency, due to the re- 
tirement of A. A. Drew, general agent 
there for many years. H. G. Kenagy, 
superintendent of agencies, was in Chi- 
cago this week making final arrange- 
ments and announcements as to appoint- 
ment of two general agents soon will be 
made. 

It is the plan to develop the Chicago 
and Illinois territory more intensively. 
In line with this, two general agencies 
will be formed headed by successful 





A. A. DREW 


agents of long experience. A clearing 
house to take over all paper work and 
collections in the territory will be or- 
ganized in a separate location and a 
manager will be appointed. 

The agency and clerical staff in the 
Drew agency will be divided between 
the two new general agents, who at least 
temporarily probably will occupy the 
present quarters but eventually will have 
separate offices, it was said. 


Mr. Drew’s Career 


Mr. Drew assumed the Chicago gen- 
eral agency June 1, 1919. He went with 
the Mutual Beneft Jan. 1, 1903, as editor 
of the “Pelican,” its house organ. He 
enriched that paper by his versatility and 
ingenuity. He was made superintendent 
of agents Oct. 16, 1907. Mr. Drew had 
a wide acquaintance, being in the rail- 
road service for 14 years, filling a num- 
ber of positions. He began his business 
career in the general passenger office of 
the Pennsylvania railroad in St. Louis 
when he was 15 years of age. He 
reached the position of chief clerk in the 
general passenger department of the 
Texas & Pacific and then became an 
agent of the Fidelity Mutual Life. He 
carried the rate book for three years and 
then became general agent in St. Louis. 


Becomes a Company Official 


He was elected assistant secretary of 
the old Life Insurance Clearing Com- 
pany of St. Paul, the first company to 
write substandard cases, resigning 
from that company to go with the Mu- 
tual Benefit Life as an agent in St. 
Louis. Later he was appointed general 
agent of the Prudential at Dayton, O., 
and soon after was transferred to the 
home office to be assistant manager of 
the ordinary department, a position he 
filled for 3% years. 

Mr. Drew in later years has spent the 














who goes to Cheyenne from Lincoln, 


Florida. He was born in St. 


Sept. 10, 1866. 


Name Randall at Raleigh, N. C. 


H. R. Randall has been appointed gen- 
eral agent by the Mutual Benefit at Ra- 
leigh, N. C., filling the vacancy left by 
death a week ago of A. C. Thurman. 
For some time Mr. Randall has been su- 
pervisor in the agency and virtually in 
charge during the last illness of Mr. 
Thurman. Mr. Randall started in the 
home office accounting department some 
10 years ago and about five years ago 
was transferred to the Raleigh agency 
as cashier. Then he became interested 
in the agency end, attended the Sales 
Research Bureau’s management school 
and then became supervisor. 


Vidal to New Haven 


The Berkshire Life has appointed 
Howard A. Vidal general agent for Con- 
necticut, with headquarters at New 
Haven, following the closing of the 
Bridgeport office. He graduated from 
Yale in 1906 and entered insurance work 
in Denver. In 1911 he became general 
agent of the National Life of Vermont 
in West Virginia. From 1916 to 1919 
he was at the home office in Montpelier, 
then general agent at Buffalo, going 
with the Berkshire in 1931. 


Bashor Returns to B. M. A. 


Bert A. Hedges, Kansas manager 
Business Men’s Assurance, has appoint- 
ed W. M. Bashor district supervisor for 
northwest Kansas with headquarters in 
Topeka, effective Sept. 1. He was Kan- 
sas state supervisor of the Business 
Men’s for a number of years but for the 
past four years has been general agent 
of the Guaranty Life of Iowa at Flor- 
ence, Kan. 


Louis, 











Gradinger to Oklahoma 


Leland Gradinger is new Oklahoma 
general agent of the Bankers Life of 
Nebraska. He succeeds George Stroud, 
who several months ago went with the 
Reliance Life. Mr. Gradinger has been 
with the company for some time, and 
goes to Oklahoma City from Joplin, 
Mo., where he had been general agent. 


Opens North Carolina Agency 


The Provident Life & Accident has 
appointed E. L. Kirksey general agent 
for North Carolina and the southern 
Virginia counties. R. A. Gordon be- 
comes district supervisor for the group 
department in North Carolina, succeed- 
ing Mr. Kirksey, whom he has been 
assisting. 





Drake Is Agency Supervisor 


Hugh Drake has been appointed by 
A. B. Ballah, Denver general agent, as 
agency supervisor of the Northwestern 
Mutual Life in Wyoming. Mr. Drake, 


Neb., has been for eight years a member 
of the Nebraska state railway commis- 
sion, the last two as chairman. 


E. L. Smith Succeeds. Moore 


The Massachusetts Mutuai Life has 
appointed E. L. Smith general agent in 
Indianapolis and central and southern 
Indiana. He has been with the com- 
pany 12 years in Mattoon, IIl., and suc- 
ceeds the late M. M. Moore. 


Landrum to Ohio National 


C. P. Landrum, formerly with the 
Home Life in Oklahoma City, is now 
western Oklahoma general agent of the 
Ohio National, with headquarters in 
Oklahoma City. 











General American Names Johnson 


The General American Life has ap- 
pointed A. E. Johnson, former general 








summertime in Maine and the winter in 


agent Yeomen Mutual Life at Daven- 






port, Ia., general agent at Rockford, 
He has served as a special agent, » 
eral agent, agency supervisor and ¢ 
trict manager. He has had a good) 
sonal production record. 
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Nelson Takes Life Department 
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C. S. Nelson of Cheyenne has } 
made state manager for Wyoming f 
the life department of the Colorgmm D.- M. 







Life. He formerly was state managerjmmirector 
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A. F. Schneck, Belle Plaine, Ia., | pene 
been appointed district representatmmgtory | 
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of the National Life of Vermont. 


Warnings by Postmasters 



















Local postmasters are sending edfiel€ 
warnings against operators of fake y nal Be 
tual benefit life protection organizatioiiy. hon 
which are “conducting their fraudul@i pe is 







schemes through the mails.” The 
called “not for profit” mutual bend 
societies, associations and clubs circy 
vent state laws by using the word “p 
tection” instead of insurance, and { 
word “certificate” instead of policy, a 
refer to premiums as “voluntary cont 
butions,” the announcement states. Vj 
tims are further misled by the fake coy 
panies selecting names similar to wideh 
known legitimate life insurance comp 
nies. 
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NEWS OF THE COMPANIES 








Provan to Pacific Coast; 


Is Succeeded by Holdren 


D. M. Brovan, for 10 years agency 
irector of the Mutual Benefit Health 
P Accident and United Benefit Life at 
he home office, is taking over the man- 
gement of the northern California ter- 
itory for those companies, with head- 
varters at Oakland. He received his 
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arly training with the Continental Cas- 
alty in Chicago and was with the Or- 
yall agency, predecessor of the present 
edfield Associates agency of the Mu- 
ual Benefit in that city, before going to 
he home office. 

He is succeeded as agency director by 
Floyd M. Holdren, who went to the 
home office agency department about a 
ear ago from the Earl B. Brink agency 
of the two companies in Detroit, where 
he had been in charge of education and 
promotional work. 

R. K. Pelton, who has represented the 
two companies at Newport, Ky., has been 
made division manager with headquar- 
ters at 412 State Planters building, Rich- 
mond, Va. His territory will include 60 
counties. 
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New Oklahoma Law Brought In 


OKLAHOMA CITY, July 1.—The 
receivership case instituted by Paul 
Hemphill of Pawhuska against the Pan- 
National Life of Oklahoma City has 
been continued to July 7. For the first 
time, a new law enacted at the 1937 
session of the legislature is involved. It 
reserves to the insurance commissioner 
the right to ask for appointment of a 
receiver for an insurance company in 
Oklahoma. This suit was brought by 
policyholders of the Pan-National Life 
Insurance Association, a fraternal, 
which was recently converted to a stock 
company. 





Must Release Securities 

KANSAS CITY, July 1—Federal 
Judge Reeves has ordered Superinten- 
dent O’Malley of Missouri to release 
$250,000 securities on deposit with the 
insurance department by the United 
States Reserve, which was reinsured by 
the Federal Reserve Life some years 
ago. Mr. O’Malley contended that the 
securities should be held for the benefit 
of the United States Reserve policy- 
holders and not for all Federal Reserve 
policyholders. Judge Reeves said the 
reinsurance agreement has been ap- 
proved- and that the superintendent is 
not empowered to dispose of assets if 
a company is reinsured. Assumption of 
jurisdiction over the Federal Reserve by 
the federal court in Kansas releases the 
insurance superintendent from_responsi- 
bility concerning the United States Re- 
serve’s securities and assets, said Judge 
Reeves. 


Samuel Risley Is Advanced 


Samuel Risley, manager at Youngs- 
town, O., for Metropolitan Life, has 
been promoted to assistant superinten- 
dent of agencies for the New York and 
Chicago areas. His head office will be 
in Chicago. He is president of the 
Youngstown Association of Life Under- 
writers. 


Start “Unlucky 13” Contest 


The “lucky 13” contest started last 
year by the Mutual Trust Life at the 
beginning of the summer months to: 
avoid the hot weather slump, and re- 
newed this year, has been supplemented 
by an “unlucky 13” contest as consola- 
tion to losers in the consecutive weekly 
production. 


Files Great Republic Petitions 

Commissioner _Carpenter of California 
has filed a petition in superior court 
seeking rehabilitation of the Great Re- 
Public Life. The company was taken 











over by the department in February, 
1935, and the commissioner now be- 
lieves rehabilitation is advisable. 


New Washington Company 


The Union Employes Mutual Life of 
Tacoma, Wash.,. has been licensed in 
that state, qualifying by filing a $25,000 
bond with the commissioner. 





Examining Minnesota Mutual 


A convention examination is being 
made of the Minnesota Mutual Life, 
with Minnesota and half a dozen other 
states participating. 





A dividend of 50 cents a share has 
been declared by the Pan-American Life, 
oo July 1 to stockholders of record 
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SALES MEETS 


Acacia Mutual Regional 
Conventions Start Soon 














Regional conventions of the Acacia 
Mutual’s honor organization, the Wil- 
liam. Montgomery Quality Club, are an- 
nounced. 

The southern group will meet at Sea 
Island, Ga., Aug. 12-13; the eastern and 
mid-west group at French Lick, Ind., 
Aug. 19-20 and the Pacific Coast group 
at Coronado Beach, Cal., Aug. 30-31. 

The results of the first five months 
indicate that more agents will qualify 
for the honor organization and hence 
for their regional meetings than quali- 
fied during the same club semester a 
year ago. 





Illincis Men Have Outing 


B. L. Peck, district agent Northwest- 
ern Mutual Life, Mount Carroll, IIL, 
was host at the fourth annual Mississippi 
river boat trip and agency meeting from 
Savannah, Ill., to Clinton, Ia., and re- 
turn. Participating district agencies in- 
cluded those of David Hardie, Freeport; 
Bruce Gilmore, Dekalb, and Thomas 
Lauer, Joliet. Guests, in addition to 
families included B. J. Stumm, general 
agent at Aurora, and L. J. Evans, as- 
sistant director of agencies from the 
home office. 





“Harvest Rally” in Wichita 


A “harvest rally” of the entire Kansas 
agency force of the Business Men’s As- 
surance is being held in Wichita with 
President W. T. Grant, Vice-president 
J. C. Higdon and Oklahoma Manager 
J. B. Johnson in attendance. President 
Grant will talk on “Desire ior Social 
Security.” Dudley Doolittle of the Ied- 
eral Land Bank at Wichita will be ban- 
quet speaker. H. K. Lindsley, presi- 
dent Farmers & Bankers Life and past 
president American Life Convention, will 
be an honored guest. Winners of the 
June and July “In on the Harvest” pro- 
duction campaign of the Kansas agency 
will be guests of Mr. Hedges at a Colo- 
rado mountain resort in August with 
their wives. 





Security Mutual Agents Elect 


Earl Walton of Lincoln was elected 
president of the Nebraska Association of 
Security Mutual Life agents at a recent 
meeting. Sales talks were given by C. 
H. Darnold and M. A. Hyde of Lincoln, 
Len J. Davis of Hastings and C. H. 
Zimmerman of Hebron. 


W. B. Monroe to Speak 


W. B. Monroe, million dollar pro- 
ducer of the Union Central Life, will ad- 
dress the annual agency convention of 
the Lamar Life at Biloxi, Miss., July 30. 
He was a member of the Million Dollar 
Round Tabie in 1935 and 1936, and led 
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The Berkshire organized estates plan is the company's new sales pro- 
motion tool. It is designed expressly for the use of Berkshire Asso- 
ciates in presenting the benefits and services of life insurance—inter- 
estingly and convincingly—thus making possible greater and more 


profitable returns for their sales efforts. 


“Ask Any Berkshire Agent” 


BERKSHIRE LIFE INSURANCE COMPANY 


Incorporated 1851 


PITTSFIELD, MASS. FRED H. RHODES, President 

















A Good Combination 


A successful old time agent 
recently said to us: “I have 
seen policies I liked just about 
as well as yours; I have seen 
agent’s contracts just about 
as good; but I have never 
before seen them put together 
by one company.” 


BANKERS MUTUAL LIFE Co. 
FREEPORT, ILLINOIS 


Founded in 1907 
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the Union Central field force in 1935 in a ization,” said Mr. Hoyer. “Three ap 
paid business. a week is the goal. I find out wh 


He has been with the Union Central 
Life since 1930 and before that was in 
the investment business. During the 
world war he was in the army with 
President P. K. Lutken of the Lamar 
Life. 


Mutual Life’s Georgia Meeting 

Sixty-five agents of the Mutual Life 
of New York attended the annual con- 
vention of the Savannah Agency Field 
Club at Savannah, Ga. O. F. Fulmer, 
manager, presided. 

Speakers included Whitefield Ford, P. 
S. Moses, A. M. Way, E. E. Waller, 
L. F. Arden and N. J. Gillespie. The 
theme was “Increasing the Effectiveness 
of Mutual Life Representatives.” C. F. 
Moses, former manager of the agency, 
was a guest. 


Volunteer State’s Lake Cruise 


The Volunteer State Life’s convention 
in August will be in the nature of a 
seven-day cruise on the Great Lakes, be- 
ginning at Detroit. 


Midland Life Convention Set 


The Midland Life will hold its annual 
Leaders Club convention at Excelsior 
Springs, Mo., ‘Sept. 23-25. 

Leading agents of the Columbia Life 
of Cincinnati will be guests of the com- 
pany Aug. 26-27 at Lake Wawasee, Ind., 
after a campaign which runs from June 
15 to Aug. 15. 


Homan Meets Medical Examiners 


While in Los Angeles, Dr. C. E. Ho- 
man, Jr., assistant medical director Con- 
necticut Mutual Life, held a luncheon- 
meeting attended by medical examiners 
in Los Angeles county, devoted to dis- 
cussion of matters of general interest 
to the medical department. 


Trust Council Idea Approved 


Following approval of the idea of a 
Life Insurance Trust Council by a com- 
mittee of the Associated Trust Compa- 
nies of San Francisco, that committee 
will meet with a similar committee of 
the San Francisco Life Underwriters 
Association to complete details. Repre- 
senting the life underwriters are: T. A. 
Gallagher, Prudential, immediate past 
president San Francisco association; 
James M. Hamill, Equitable, and R. J. 
Shipley, Northwestern Mutual, chair- 
man general agents and managers divi- 
sion and vice-president of the associa- 
tion. 


Additional Increase in 
Rates Predicted by Dern 




















Additional increases in life insurance 
rates due to continued low interest re- 
turn and steadily increasing taxes were 
predicted by A. L. Dern, vice-president 
Lincoln National Life, at a_ regional 
agents meeting in Atlantic City. The 
problem of finding suitable investments 
continues to be one of the major prob- 
lems faced by life insurance companies, 
he said. Steadily increasing taxes are 
adding to the burden already heavy due 
to the low interest yield, he said. As 
no immediate relief is in sight, necessity 
of increasing rates faces the business. 

Substantial sales progress was made 
by the Lincoln National Life in the first 
five months of 1937, when the insurance 
in force increased $12,581,000, bringing 
the. total to $913,594,000. Paid business 
for the first five months shows an in- 
crease of 14.3 percent, said Mr. Dern. 

The Atlantic City meeting was the 
first of a series of three-day regional 
meetings. Outstanding speakers included 
Judge H. B..Wells of New Jersey; 
Commissioner Newbauer of Indiana and 
C. B. Metheney, Pittsburgh general 
agent of the Fidelity Mutual Life. 


A number of Iowa and Nebraska man- 
agers and branch officers of the Trav- 
elers held a golf tournament in Atlantic, 
Ta., concluding with a dinner. 
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Practical Training of Men 
and Leadership Needed 





Training, recruiting and supervising 
the old organization were considered at 
the John Hancock Mutual Life’s super- 
visors conference in New York City. 

The discussion on training was opened 
by J. Harry Wood, manager of general 
agencies. He gave a resume of train- 
ing methods and the John Hancock’s 
course and plan. 

“One principle upon which we are op- 
erating,” said Mr. Wood, “is to be sure 
that whatever we suggest is not only 
practicable, but workable. The average 
training course for the new man today 
devotes 85 percent of its time to im- 
parting information and knowledge 
about life insurance, and perhaps 15 
percent of its time in training men to 
prospect, to make good sales and to 
develop into good agents. These per- 
centages should be reversed. There is 
a limit to what any one man can ab- 
sorb in a given length of time. He will 
have plenty of time later to absorb in- 
formation, but he must get off on the 
right foot in the beginning. He must 
learn how to make proper contacts, how 
to present the insurance idea effectively, 
and how to plan his work because if he 
doesn’t do these things well, he will not 
be able to remain in the business.” 

Hans Clasen of the agency depart- 
ment talked on John Hancock training 
course and outlined the part of the train- 
er in the plan. 


Provide Training Plan 
and Establish Procedure 


Harry Gardiner, New York City gen- 
eral agent, who has been with the Han- 
cock for 40 years, said the John Han- 
cock is among the few companies having 
a training course plan, and a definite 
schedule which the general agent can 
follow. The John Hancock provides an 
experienced man from the agency depart- 
ment to go into the agencies and help the 
general agent put the training plan into 
operation. 

Carroll J. Travis of the agency depart- 
ment of the Mutual Benefit Life, an au- 
thority on the theory and technique of 
drill and rehearsal, talked on the im- 
portance of practice in training and su- 
pervision. 


Experienced Men Must Make 
Living Before Recruiting 


In opening the session on recruiting, 
Mr. Wood said: “It is useless to at- 
tempt to recruit new men if all your 
experienced men are failures. You must 
start by rebuilding the old organization. 
It is easy to recruit new men if your 
experienced men are making a living. 
Many things in the insurance business 
are remarkable because of the lag of 
time between a happening and a result. 
For example, the lag in recruiting for 
a couple of years may not affect an 
agency’s production. As a matter of 
fact, the production may even go up, 
especially if the general agent has put 
so little time into recruiting that he has 
had more time for personal production. 
New organization is the life blood of the 
business. Unless we get new organiza- 
tion, agencies will decline because of 
death and disability and termination of 
service, and for other reasons.” 

John H. Jamieson, director of the 
managers’ school of the Sales Research 
Bureau, talked on recruiting. Mr. Jamie- 
son has given the name of “(Pivoting” to 
one phase of center-of-influence pros- 





sary to be referred to several men be- 
fore one can be found who is able to 
suggest some recruits. 

Sometimes it is discouraging going 
from man to man but the prestige of 
each new man contacted can be used 
with the new center of influence. 

In the discussion of supervising old 
organization, Mr. Wood said: ‘“Leader- 
ship embodies many qualities, but the 
most important one is the ability to mo- 
tivate—to get men to do what we want 
them to do; to get men to tap their re- 
serve tank of energy when needed; in 
short, as one great sales manager said, 
to make average men get better than 
average results. A good leader using 
poor methods will get better results than 
a poor leader using the best methods 
known. Not only must the manager 
take a sincere personal interest in his 
men, but it must be demonstrated that 
he is doing so by translating this per- 
sonal interest into activities which 
prove it. 


Men Do Not Work 
for Money Alone 


“We should face the question directly 
as to whether men really work for money. 
The man who is attempting to be a 
salesmanager, and who believes men do 
work for money is headed for failure. 
He cannot motivate because he does not 
understand human nature. Men do not 
work for money. If they did, our com- 
mission contract would be all the moti- 
vation needed. This statement is easy 
to prove from our own experience. We 
know how hard men work to win the 
right to attend the convention, to wear 
a certain club button, to be designated 
as a member of the Big 10 Club, or any 
one of many other honors, most of them 
not monetary, but all of them appealing 
to the agent’s ego and helping to build 
up his prestige. 

“A manager’s ability to motivate is 
going to depend partly on his ability to 
discover the goal the agent has in mind, 
or even the more difficult one of uncov- 
ering a goal that he can be persuaded to 
accept in order to make him work even 
harder.” 


Personal Touch Necessary 
in Managing Men 


Ralph Hoyer, Columbus, O., general 

agent, speaking on old organization said, 
“When a man once becomes a member 
of our organization, I like to see him a 
fixture just as soon as possible. After 
you have put a man through training, 
don’t forget him. No matter how well 
trained he is, he is human like all of 
us, and likes attention. The manager 
who keeps in touch with his men, and 
by that I mean personal touch, has the 
secret of leadership. My agents are 
scattered all over the state, and it is a 
real job to keep close to men when you 
can’t rub elbows with them. You have 
to have a medium of contact. I make it 
my business to telephone my agents 
regularly. 
“When a man does a good job, he 
likes to know he is appreciated. I in- 
vited one of my men, who wrote $60,000, 
to come to the office at my expense and 
have lunch with me. That was the 
greatest stimulation he could have had— 
to be taken around and introduced to 
men in the office as a coming leader in 
production. He made the ‘350 Club’ last 
year. 





pecting for agents in which it is neces- 





“My agency is no app-a-week organ- 
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reason every man has for wanting to} 
a success—and I know them all wd 
enough personally so that I can fig 
out—and I keep him excited over gettiy 
there. I tell a man that he is the bh 
salesman in town because I know hej 
and I want him to know I know j 
Making him believe it is half the batt 
of building him into a leader. Eve 
man who is worth his salt has enoug 
good qualities to make him stand oy 
in a crowd. Develop those qualities anj 
you will have an agency force to } 
proud of.” 


Duffey New President of 
Richmond General Agent 


Parks P. Duffey, Connecticut Gener 
is the new president of the Gener 
Agents & Managers Association 4 
Richmond, Va. He succeeds Linwoo 
Butterworth of Davis & Butterwort 
general agents New England Mutual 
The past year he was secretary-treas. 
urer. W. H. Everiss, Metropolitan Life 
is the new vice-president and B. C. Lit 
tle, Connecticut Mutual, secretary-treas. 
urer. 

Reviewing activities of the year, Presi. 
dent Butterworth said a check of the 
list of licensed agents showed very few 
part-timers and these had been elimi. 
nated. The year closed with an enroll 
ment of 28 members. 

There was strict adherence to the in. 
ter-company agreement whereby general 
agents and managers pledge themselves 
not to take agents from one another, 
















Jacksonville Managers Elect 


The Agency Directors Conference of 
Jacksonville, Fla., including all life man- 
agers and general agents there, held the 
annual golf outing at Ponte Vedna Coun- 
try Cub. E. J. Becker, John Hancock, 
was elected president; William Colmery, 
New York Life, secretary-treasurer. L. 
F. Lee, president Peninsular Life, and 
S. L. Lowry, board chairman Gulf Life, 
were guests. Golf honors went to J. B. 
Webster and Frank Dearing. A banquet 
was held. 





Detroit Outing-Meeting 


At the June meeting of the Associated 
Life General Agents & Managers of 
Detroit, held at the Grosse Pointe Yacht 
Club, E. W. Owen, Sun Life, talked on 
“Summer Sales Contests”; C. R. Eckert, 
Northwestern Mutual, on “Who Are 
Our Best Summer Prospects?” Seth 
W. Ryan, Penn Mutual, on “Getting a 
Week’s Production Between Tuesday 
Morning and Friday Noon” and H. C. 
White, Connecticut Mutual, on “How 
Should We Meet Present Day Spending 
and Other Investment Competition?” 
The members played golf and went 
bathing after the business session. 





Plan Radio Program 


The San Antonio (Tex.) Life Man- 
agers Club held an audition on a pro- 
posed radio program to be presented in 
cooperative advertising campaign to be 
sponsored by the various local managers 
and general agents. A special meeting 
open to all managers and general agents 
will be held to interest a larger number 
in the program. 


London, Ont., Managers Elect 


At the annual meeting of the Life 
Managers Club of London, Ont., W. P. 
Gilbride, Great-West Life, was elected 
president; J. W. Taylor, Canada Life, 
vice-president, and J Hamilton, 
Standard Life of Edinburgh, secretary- 
treasurer. George Copeland, Mutual 
Life of Canada, retiring president, re- 
mains on the executive board. New 
members elected were G. C. Stevenson, 
Prudential of London, and H. E. Par- 
sons, Prudential of America. 





Use the accident approachiand get more 
business. Read Accident & Health Re- 





view, $2 a year for details. 175 W. Jack- 
son, Chicago. 
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Mewar Is Named President 























Succeeds Prouty in Los Angeles Asso- 
ciation; Zimmerman Prin- 
cipal Speaker 





Alex. A. Dewar was elected president 
Life Underwriters’ Association _ of 
Los Angeles at the annual meeting. 
Other new officers are: Vice-president, 
H. G. Mosler; second vice-president, 
L. G. Rowell; treasurer, W. J. Stoessel. 


of 


Agent Four new directors are Phinehas 
Prouty, Jr., E. Hays, O’Brien 
Genera Sawyers and C. E. Brown. The elec- 
Gener tion and business session followed a 
tion ggg breakfast, President Prouty presiding. 
in woo Among guests present from the Con- 


erworth necticut Mutual, which was holding its 


Mutuals agents meeting at Del Monte, were 
-y-treasfae H. H. Steiner, secretary; Dr. C. FE. Ho- 
an Life™ ™an, Jr., assistant medical director; John 


Thompson, home office general agent, 
Hartford; S. S. Northington, general 
agent and R. L, Ingraham, associate 


C. ta 
y-treas. 


, Presi. general agent, Los Angeles; Dale 
of them Dhepard, general agent Houston, and 
sry fey George Gold, Newark agent; L. P. 
| “elimi. G0Od, San Diego, member nominating 
enroll. committee National Association of Life 

Underwriters; J. H. Cowles, Los An- 
the intmm geles,, vice-president, California State 
general Association of Life Underwriters; W. T. 









Shepard, president Life Insurance Man- 
agers’ Association, Los Angeles, and the 
presidents of southern California _asso- 
ciations; J. S, Pennington, Long Beach; 
W. O. Youngblood, Pasadena; L. G. 
Rowell, Orange county, and Buryl 
Blevins, San Diego, 


nselves 
nother, 


lect 
nce of 
e man- 
eld the 
Coun- 
ncock, 
mery, 


Officers Make Report 


President Prouty reported good co- 
operation of various organizations. 


er, L.@@ Treasurer R. B. Porter reported $1,746 
e, and@ on hand, about 100 percent increase. 
f Life, @) J. H. Russell, membership chairman, re- 
» J.B. ported increase of 218 in the year and 


anquet total 453 on paid basis, the largest mem- 

bership except for the year the national 

convention was held in Los Angeles. 
R. A, Brown presented Mr. Prouty 


with an engrossed plaque in behalf of 


—_ the association. 
SO 
Yacht Discusses Better Closing 
ed on C. J. Zimmerman, C. L. U., new 
ckert, Chicago general agent Connecticut 
, Are Mutual, past president Northern New 
Seth Jersey Association, past president 
ing a Northern New Jersey Chapter of C. L. 
esday . and trustee and membership chair- 
H. C.§ man National Association of Life Under- 
‘How writers, and director National Chapter 
nding of C. L. U., spoke on “How to Close 
ion?” Business.” He emphasized time con- 
went trol, organized sales talks and prospect- 
ing. A fourth phase being entered, he 
said, is to use stronger and more effective 
closing methods. Closing involves 
” favorable decision and immediate action. 
an- The answer is motivation. 
Ly A special luncheon-meeting also was 
; te held, Mr. Prouty, presiding and Mr. 
o be immerman being guest of honor. 
gers There was a round table discussion of 
ting membership problems, types of pro- 
ents grams most satisfactory, securing 
nber speakers, etc. Lara Good, San 
ego, gave a short talk, referring to 
his activities in the campaign to elect 
ot J. W. Yates trustee of the National 
i association. 
Le * * x 
oi. Scranton, Pa—J. E. Br. 
ted Guardian Life in New York’ City and 
uife, lecturer on life insurance at New York 
ton, University, spoke at a meeting presided 
ury- over by President W. S. Tiffany, Scran- 
tual ton manager, Prudential. C. A. Votaw, 
re general agent Northwestern Mutual, re- 
lout Ln abeag on activities of Life Insurance 
eek, Arrangements were in charge of 
‘on, C. P. Jones, New England Mutual. P. 
‘ar- A. Sweet, Mutual Benefit, the secretary, 
Stated paid membership is 165. The as- 
sociation was formed in January. Mr. 
il Bragg discussed fundamentals in the 
oh ife policy, illustrating the way the ele- 





ments are varied in different policies to 


meet the responsibilities of the policy- 
holder, 













Alderman Given Dual Honor 


Kansas City Life Man Now President 
of Both Kansas City and Mis- 


souri Associations 








KANSAS CITY, July 1—Dallas 
Alderman, Kansas City Life, president 
of the Missouri Association of Life 
Underwriters, was elected president of 
the Life Underwriters Association of 
Kansas City at its annual meeting. 

P. B. Turner, Home Life, was named 
first vice-president; Himes, 
Aetna Life, second vice-president, and 
L. B. Fink, Equitable of New York, 
secretary-treasurer. 

Directors are Bert Boyd, Northwest- 
ern Mutual; H. E. Kincaid, Massachu- 
setts Mutual; C. R. Mathews, Penn 
Mutual; James H. Mickey, Connecti- 
cut Mutual; W. G. Nathan, Mutual Bene- 
fit; R. L. Pendleton, Travelers, and 
S. P. Quarles, Provident Mutual. 

Mr. Himes won the golf tournament 
with a low gross of 83. Other winners 


were M. Christie, Frank Trotter, 
Arthur Nordberg, and Sam Baum. 
* es 


Alabama Association Picks 
E. A. Zelnicker as Leader 


E. A. Zelnicker, Union Central Life, 
Mobile, was elected president of the 
Alabama Association of Life Under- 
writers to succeed J. O. Ogle, Birming- 
ham, at a meeting in Birmingham last 
week. The annual state sales congress 
will be held in Mobile in September 
or November. 

Other officers are: Vice-presidents, 
Allen Hopkins, Montgomery; 2 
Thomas, Tuscaloosa; W. A. Abramson, 
Florence, and Hubert Baum, Birming- 
ham. A secretary-treasurer will be ap- 
pointed by the new president. 


* * x 


Greener Indianapolis President 


W. J. Greener, Equitable Life, N. Y., 
has been elected president of the In- 
dianapolis Association of Life Under- 
writers; J. Black, Connecticut General, 
and H. E. Rust, Aetna Life, vice-presi- 
dents; T. P. Cusack, secretary; G. A. 
Bischoff, Travelers, treasurer; H. A. 
Luckey, Life of Virginia, national com- 
mitteeman. Ernest Crane, North- 
western Mutual, trustee of the National 
association, was endorsed as a candidate 
for reelection. D. W. Flickinger, John 
Hancock, retiring president, was elected 
honorary director. 

New directors are: E. A. Krueger, 
State Life; G. M. Bischoff, Mr. Rust, 
Frank Grovenberry, Life of Virginia, 
and R. M. Halgren, State Mutual. 


* * 


Klarer Milwaukee Head 


MILWAUKEE, July 1.—At the an- 
nual meeting of the Milwaukee Associ- 
ation of Life Underwriters, S. L. Klarer, 
Northwestern Mutual Life, was elected 
president to succeed M. F. Heilig, Equit- 
able Life. He has been first vice-presi- 
dent. Other new officers are: W. F. 
Breidster, Kansas City Life, first vice- 
president; H. O. Otten, New England 
Mutual, second vice-president; H. W. 
Richter, Mutual Benefit Life, secretary; 





is Bogenberger, Security Mutual 
Life, treasurer; . Du Bose, Old 
Line Life; H. L. Minton, ‘iravel- 


ers; H. B. Wells, Mutual Life of New 
York, and B. W. Moehle, New York 
Life, directors; Kenneth Jacobs, Jr., 
Connecticut Mutual, national committee- 
man. 

R. A. Trubey, general agent Guardian 
Life, Fargo, N. D., spoke on “Bags of 
Gold,” covering various phases of sell- 
ing life insurance under the conditions 
that exist today and showing how to 
make the best use of the opportunities 
afforded by current developments in the 





social and economic structure of Amer- 


1Ca. 
* * * 


Named to Canadian Board 


The Life Underwriters Association of 
Canada has elected V. C. Hale, Hamil- 
ton, Ont., manager Canada Life, a mem- 
ber of the board. He succeeds N. L. 
Ham, Kitchener, Ont., who resigned. 


* * * 


Neenah-Menasha, Wis.—Alvin Moser, 
Aetna Life supervisor in Milwaukee, 
treasurer and chairman extension divi- 
sion Wisconsin association, spoke. E. J. 
Lachmann, Kansas City Life, president, 
also introduced E. G. MacDonald, Equi- 
table Life, Sheboygan, state president, 
and George Nixon, Equitable Life, state 
director and president Appleton associa- 
tion. The guests spoke on value of 
local affiliation with state and National 
association. The Twin City group has 
under consideration joining the new 
state association and the national or- 
ganization, and expects to take final ac- 
tion at its next meeting. 


* * * 


New Haven, Conn.—F. S. Hamilton 
was elected president and John Duncan 
vice-president. Both are with the Trav- 
elers. Fred Bastian, unit manager 
Equitable of New York, is secretary, 
and James Sullivan, Aetna Life, is treas- 
urer. Members of the executive com- 
mittee in addition to these are Harry 
Tibkin, manager New York Life and 
Alexander Stolz, Mutual Benefit Life. 

* * x 

New Orleans—R. B. Aldrich has been 
elected president; John T. Moore, vice- 
president; Harold Dumestre, treasurer; 
Malcolm Dinwiddie, secretary, and Fred 
E. LeLaurin, national delegate. Howard 
Cox is retiring president. 

* * * 

Toledo—Merritt Mason, Northwestern 
Mutual, is the new president. He suc- 
ceeds C. E. Spencer, Penn Mutual. Dan 
W. Harris is first vice-president and 
John A. Hill, second vice-president. 
William Downing was reappointed sec- 
retary and attorney. 

* * * 

Chattanooga, Tenn.—John E. Gilbreath, 

Reliance Life is president; P. M. Ray, 








Provident Life & Accident, vice-presi- 
dent, and Miss Georgia Brannon, secre- 
tary-treasurer. The executive board in- 
cludes the officers and D. A. Park, New 
England Mutual; T. H. McCallie, Penn 
Mutual; Roy Smith, Metropolitan; J. W. 
Bishop, Volunteer State Life; R. C. Green, 
Equitable of New York, retiring presi- 
dent, and John Abbott, Prudential, re- 
tiring secretary-treasurer. 
* * x 


Pittsburg, Kan.—Judge L. M. Walker 
spoke at the monthly dinner, discussing 
guardians, trust agreements and wills. 
The association voted to continue meet- 
ings throughout the summer. D. 
Daily, Jr., Massachusetts Mutual, was ap- 
pointed chairman of a committee to ar- 
range for a program assisted by J. J. 


Brazil, Minnesota Mutual, and Marvin 
Canfield, Equitable of Iowa. 
*x* * * 
Harrisburg, Pa.—G. N. Wade was 


elected president at the annual meeting 
during a luncheon cruise on the Susque- 
hanna river. R. R. Burtner is vice-presi- 
dent, Harry Johnson is secretary. 

*x * * 


York, Pa.—G. C. Thompson, president, 
and other officers were installed at a 
meeting that was addressed by David 
MaCahan, dean American College of Life 
Underwriters. The new vice-president 
is Charles B. Bishop, and secretary is 
Milton De Hoff. 

*x * 

South Carolina—J. L. Perkins of the 
Mutual Life at Columbia, was elected 
president at the annual meeting in his 
city. He succeeds J. D. Cannon of Spar- 
tanburg. 

* * x 


Jacksonville, Fla.— New officers a re: 
Lee MacDonell, president, J. B. Webster, 
vice-president, Lena K. Garren, secre- 
tary-treasurer (reelected), and E. J. 
Becker, P. C. Colson, A. R. Gray, P. W. 
Harrison, G. V. Salzer, Jr., H. L. Cooper, 
directors. Mr. MacDonell succeeds A. B. 
Rosborough. 

* * * 

Wichita, Kan.—J. M. Caldwell, mana- 
ger life department Dulaney, Johnston & 
Priest, was elected president to succeed 
Wayne Clover, Penn Mutual. Earl Wat- 
son, Mutual Life of New York, former 
secretary, is vice-president, and Don 
Mitchell, New York Life, is secretary. 
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agency. 


Interest you? Can you meet the qualifications? Then write 
to William J. Sieger, Vice President 5 : 
Agencies, for the complete story of this exceptional opportunity. 


BANKERS NATIONAL 
LIFE INSURANCE COMPANY 


Montclair, 






at once 


you can show a record of $100,000 of 
paid-for personal production for the past 


you feel there is no further opportunity 
for growth in your present condition; 


you live in either Pennsylvania, New 
Jersey, Rhode Island, Maryland or Dela- 


you have family responsibilities. 


If the four items mentioned above describe 
dition, then you are the man we are looking for. r 
National Life Insurance Company can offer to men of this 
sort the chance of a lifetime to have a successful general 
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and Superintendent of 


New Jersey 





























24 








THE NATIONAL 





UNDERWRITER 











July 2, 19 








Directors are Mr. Clover, R. G. Cun- 

ningham, Metropolitan; Houston Bar- 

clay, Equitable of New York; F. E. Fris- 

bie, Prudential; Kenneth Fitch and 

Ralph Pfremmer, both of New York Life. 
* * * 

Jacksonville, Fla.—Lee MacDonell was 
elected president. He succeeds A. B. 
Rosborough. J. B. Webster was elected 
vice-president and Lena K. Garren was 
reelected secretary-treasurer. Directors 
are: E. J. Becker, P. C. Colson, H. L. 
Cooper, A. R. Gray, P. W. Harrison and 
George V. Salzer, Jr. A resolution was 








“Sweetest Income 
in America” 


HAT’S what a “big time” 

life underwriter said of the 
side commissions obtainable 
from selling income protection. 
Increasing Life writings at the 
same time you sell income pro- 
tection depends on a plan. 


Our book “The Sweetest In- 
come in America,” outlines this 
plan now in successful opera- 
tion in a number of Inter. 
Ocean Agencies. 


If you are interested in an 
H & A connection with us, 
write for this booklet. 


Inter-Qcean Casualty Co. 
12th Floor American Bldg. 
Cincinnati, Ohio 
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adopted nominating Victor E. Beamer as 
a trustee of the National association in 
recognition of his service to the local, 
state and national bodies. 


* * * 


Pasadena, Cal.—Ron Stever, district 
manager Equitable Life of New York, 
was elected president; Frank Drew, John 
Hancock Mutual Life, vice-president, 
and Roland Rutherford, Prudential, sec- 
retary-treasurer. 


* * * 


Lexington, Ky.—C. H. Robie is elected 
president, succeeding A. I. Atchison. 
Other officers are: vice-president, W. C. 
Balby, Paris; secretary, Tom Tanner, 
and treasurer, Roger Bourland. Direc- 
tors are C. W. Sulier, D. C. Cruise, T. A. 
Hagan, Jackson Parrnet, E. H. Thomp- 
son and R. C. Ware. Mr. Ware spoke on 
“Life Insurance Ethics.” 

* * 

Nebraska—President L. G. Waggener 
is inviting members of the various local 
associations to join an insurance cara- 
van that will tour the cities where as- 
sociations exist, with a view to inter- 
esting members in the national conven- 
tion. The caravan will start from Fre- 
mont July 12, and make stops for meet- 
ings at Norfolk, Grand Island, Hastings, 
North Platte and York, and halts at in- 
termediate points. 

* * x 

Duluth, Minn.—George Rockwood has 
been elected president, succeeding A. N. 
Rule. Other officers are: First vice- 
president, Arthur Jepson, second vice- 
president, William Elden, secretary - 
treasurer, Howard Hoene. 

* * * 


Springfield, 0.—R. E. Dreher, Midland 

Mutual, has been made president. 
* * x 

Columbus, O0.— The association next 
fall will celebrate its 25th anniversary. 
Of its 25 presidents, 22 are still in life 
insurance work and 18 still reside in 
Columbus. Only two have died, W. E. 
Hoyer, John Hancock, and Ben L, Lewis, 
Connecticut General, and one is inca- 
pacitated. 

* * * 

Dayton, 0.—W. T. Trump, general 
agent Midland Mutual has been elected 
president. 

* * * 

Davenport, Ia.—Dick LeBuhn, Massa- 
chusetts Mutual Life, was elected presi- 
dent; C. A. Kuttler, National Life of 
Vermont, first vice-president; Joseph 
Hilbe, Guardian Life, second vice-presi- 
dent; W. R. Whittenbough, Mutual Life, 
secretary; Ray O. Schmidt, Minnesota 
Mutual, reelected treasurer; Paul C. Otto, 
Connecticut Mutual, state committeeman. 

H. Copeland, Northwestern Mutual, 
retiring president, Paul C. Otto and Karl 
E. Madden, Penn Mutual, were elected 
members of the executive committee. 


Gentry Appeals to High Court 


LITTLE ROCK, July 1.—Appeal 
has been filed in the Arkansas supreme 
court by former Commissioner Gentry 
from the recent ruling of Circuit Judge 
Utley to dismiss his suit attacking le- 
gality of an act of the 1937 legislature 
to accomplish his ouster and permit ap- 
pointment of M. J. Harrison, incumbent. 
In the suit, Mr. Gentry seeks possession 
of the office and salary from January 19. 
He was appointed in March, 1933 for 
a six-year term. He refused to resign 
when asked by Governor Bailey and 
the legislature then passed a bill to re- 
organize the department so as to accom- 
plish his ouster. Mr. Gentry filed suit 
on the contention the act was illegal 
and that he was removed from office 








without cause or hearing. 


















FAKER TOO ILL FOR PRISON 


William Weinstein of the Bronx, the 
disability faker who had pleaded guilty 
to second degree perjury after being 
charged with attempting to defraud the 
New York Life of $80,000, received a 
suspended sentence from Judge J. G. 
Wallace in General Session court, New 
York City. He was placed on probation 
for five years after the district attor- 
ney’s medical adviser reported that de- 
spite Weinstein’s faking of paralysis 
symptoms he was too ill to stand im- 
prisonment. 

The New York Life lost an earlier 
action, a civil suit which Weinstein 
brought when the company refused to 
continue disability payments. Despite 
motion pictures taken of Weinstein 
walking normally and snapshots of him 
at the top of a four-man pyramid at a 
summer resort, the jury decided in favor 
of Weinstein. The sentence which Judge 
Wallace suspended resulted from Assist- 
ant District Attorney Bernard Botein’s 
activities as head of the accident fraud 
bureau. Weinstein’s case broke down 
when a taxidriver who had been bribed 
to perjure himself was persuaded by Mr. 
Botein to tell the truth. 

* ok 


PRAISE FOR MISS JONES 


Miss Sara Frances Jones of the Sloan 
agency of the Equitable Life of New 
York in Chicago and the only speaker 
from outside of New York City at the 
recent women producers’ conference 
staged by the Equitable, had the pleas- 
ure of hearing Second Vice-president 
A. G. Borden publicly pass along. to her 
a novel compliment. Mr. Borden, the 
closing speaker on the program, said 
that while on a recent visit in Pittsfield, 
Mass., a railroad executive had told him 
that most of his life insurance was in 
the Equitable and that it had been ar- 
ranged by “the best life insurance man 
n the United States.” Mr. Borden nat- 
urally inquired who this might be. “Sara 
Frances Jones,” was the answer. 

* * * 
VISITS HOME OFFICE 


For winning an agency production 
contest, Manager Elias Klein of the J 
D. Bookstaver agency of the Travelers 
took the 26 agents who qualified on a 
trip to the home office at Hartford. The 
trip was made by chartered bus. Lunch- 
eoen at Heublein’s was the first event, 
where the visitors were welcomed by 
Vice-president H. H. Armstrong; Super- 
intendents of Agencies J. O. Hoover and 
Keuhner; Secretary L. M. Robotham, 
Assistant Superintendent of Agencies 
J. S. Reber, S. S. May, T. W. Cole; L. 
R. Lyman, secretary, life department, 
and T. F. Siegel, chief underwriter. 

At the home office the guests from 
New York were taken through the un- 
derwriting department where they saw 
the various stages an application passes 
through on the way to becoming a pol- 
icy. They also visited the Travelers 
radio station WTIC and surveyed Hart- 
ford and the surrounding territory from 
the Travelers tower. On the return trip 
the party then inspected the state capital 
grounds and the city park with its mag- 
nificent array of numerous varieties of 





roses, where motion pictures in color 











OPPORTUNITY! 


We OFFER DESIRABLE CONTRACTS, 
in DESIRABLE TERRITORY, with 
HOME OFFICE SUPERVISION! 


For information write to: 


George Washington Life Insurance Company 


Charleston, West Virginia 
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By R. B. MITCHELL 











were taken. Other parts of the trip wer 
also recorded in movies and will }j 
shown at an agency meeting. 

In addition to the agents, guests jn 
cluded the following agency staff mem 
bers: I. A. Bush, secretary-treasurer 
Saul Rosenstein, sales promotion, anj 
Milton Goldstein, underwriting; and foy 
insurance press representatives. 


* * x 
PAUL ALEXANDER DIES 


Paul Alexander, widely known Brook. 
lyn life insurance man and civic leader 
died June 25, following a heart attack 
‘Mr. Alexander, manager of the presen; 
Alexander - Warshauer Agen-~, hai 
headed one of the leading production 
units of the Guardian Life for many 
years. His connection with the com. 
pany started on Sept. 1, 1916, when he 
was appointed manager of the Guardia 
agency in Albany, N. Y. Three years 
later he moved to Brooklyn, where he 
organized the present agency. 

His life insurance career extended over 
38 years, commencing Jan. 3, 1899, with 
his appointment as an agent of the Met- 
ropolitan Life at Long Island City. Ac. 
tive in political and civic affairs from 
early youth, at the age of 23 he was 
appointed water commissioner of the 
city, resignng Dec. 30, 1898. 

He immediately turned to life insur- 
ance work and his native ability speed- 
ily led to his promotion to be assistant 
superintendent. In February, 1903, he 
was appointed district manager at Sche- 
nectady, N. Y., for the Mutual Life and 
three years later became field superin- 
tendent. He resigned that post to be- 
come supervisor of agencies for the Fi- 
delity Mutual, in which capacity he 
served from Jan. 1, 1909, until his resig- 
nation in July, 1916, shortly before join- 
ing the Guardian. 

Funeral services held Monday after- 
noon at the Flatbush Memorial ‘Chapel 
were widely attended. Among the hon- 
orary pallbearers were President Heye, 
Vice-President McLain, Superintendent 
of Agencies Weidenborner, Medical Di- 
rector Bender, and Underwriting Secre- 
tary Ruge of the Guardian Life. A large 























































































delegation of Guardian Life officers and we 
managers and agents from agencies in at 
the metropolitan area and nearby cities State 
were present. anes 
ment 
° 1933. 
James P. Sullivan Back pa 
at Chicago Headquarters | 
Ju 
James P. Sullivan, who has been lo- Ma fee 
cated in Philadelphia, connected with whic 
the Gilbert & Sullivan Organization Eva 
and the Marlowe Publishing Company, jm Pre” 
has returned to Chicago. His partner " 
in the Gilbert & Sullivan organization 
was David Gilbert, the author of the Zn 
book, “Life Insurance—a Legalized , a 
Racket.” Mr. Sullivan’s connection with his | 
the two organizations has been dissolved. Til i 
The Gilbert & Sullivan Organization " 
was preparing comprehensive reports on tate 
the larger life insurance companies and ri 
the Marlowe Company was to publish eat 
the book. Mr. Sullivan states that the gj "24! 
dissolution was made with the best of = 
good feeling. It was decided because of ee! 
developments in the affairs which could — 





not have been foreseen at the beginning 
it would be advisable for Mr. Sullivan 
to proceed with the publication in his 
own way. The book, “The Life Insur- 
ance Reporter & Analyst,” rights are 
acquired by Mr. Sullivan. He states that 
he will proceed now with completing 
the book and the company reports. He 
now has organized the Sullivan Organi- 
zation, he being chief actuary, with 
headquarters at 30 North LaSalle street, 
Chicago. However, Mr. Sullivan has 
found it necessary to spend a month 
under observation at the, Mayo Clinic, 
Rochester, Minn. He reports satisfac- 
















ae 


tory progress and expects to get back in 
good condition shortly. 
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LEGAL RESERVE FRATERNALS 





Society's By-Laws Changed 


Royal Neighbors Modernizes Its Regu- 
lations, Reelects Officers ‘at | 
Quadrennial Convention 


Several amendments to by-laws were 
dopted at ‘the quadrennial supreme 
amp convention of the Royal Neigh- 
sors held in Colorado Springs. In sev- 
ral instances changes were made to 
onform to the new Illinois code. Juris- 
Hiction of the society is extended to 
anada, although no plans have been 
ormulated to establish camps in that 
ountry, where several were located a 
umber of years ago. The hazardous oc- 
upation law, providing that the society 
ill] not pay on death resulting from a 
azardous occupation, although the 
ember became engaged in it after be- 
oming a member, was repealed. 

The maximum policy is reduced to 
$5,000 from $10,000, on the theory that 
$5,000 maximum would be more consis- 
ent with aims of a fraternal. 


Officers Are Reelected 


All officers were reelected, including 

rs. Mary E. Arnholt, oracle; Miss 
rna M. Barthel, recorder; Mrs. Clara 
Hoyt, Antigo, Wis., receiver; managers 
Mrs. Alice Nash, Hopkins, Minn.; 
Mrs. Edna Walsh, Kansas City; Mrs. 
Frances Torkelson, Lincoln, Neb.; Mrs. 
Grace McCurdy, Des Moines, and Mrs. 
essie Mitchell, Brighton, Mich. Other 
oficers are: Auditors—Mrs. Florence 
Harris, Muskogee, Okla.; Mrs. Burkella 
Snyder, Council Bluffs, Ia., and Mrs. 
Bessie Hayden, Lowell, Ind.; vice-oracle, 
Mrs. Alice Quick, Sacramento; marshal, 
Mrs. King Schmid, Stuttgart, Ark.; in- 
ner sentinel, Mrs. Bessie Boyer, Fair- 
mont, W. Va.; chancellor, Mrs. Nora 
Werner, Everett, Wash.; outer sentinel, 
Mrs. Sallie Davenport Henderson, Ky. 
Mrs. Snyder was general convention 
chairman and Miss Anna B. Spangler, 
Colorado Springs, Colorado state super- 
visor, was vice chairman. 


Add to Home Endowment 


Mrs. Annie S. Snyder, matron Royal 
Neighbor home, located on a 41-acre 
tract near Davenport, Ia., was a speaker. 
State delegations and others contributed 
more than $1,200 to the home endow- 
ment fund, which was established in 
1933. A chest for contributions was 
presented by Minnesota deputies. It con- 
tained the cash gift of the deputies and 
Minnesota delegation. 

Juvenile and adult ritualistic work was 
a feature. A dinner was held, following 
which officers were installed by Mrs. 
Eva Child, Janesville, Wis., past su- 
preme oracle. 


Talbot Goes to Headquarters 


R. H. Talbot, national field secretary 
Modern Woodmen, has removed his 
headquarters from Lincoln, Neb., sold 
his home ‘there and gone to Rock Island, 
Ill, to live. This move was necessi- 
tated by the order of the head camp cen- 
tering activities in the Rock Island 
headquarters. His father, A. R. Talbot, 
national president, will continue his resi- 
dence and. .office in Lincoln, which has 
been his home for more than 50 years. 





Seek Uniform Fraternal Code 


Joint Committee Men Take Up Subject 
with the Hope of Drafting 
Standard Form 


The recent conference of some of the 
leading fraternal officials with Superin- 
tendent Pink of New York in connec- 
tion with the code that his office is 
preparing brought out a general expres-~- 
sion of opinion to the effect that the 
fraternal laws and regulations should be 
modernized and a _ uniform standard 
should ‘be established. Fraternals find 
that the tendency now is for each state 
to follow its own trend, hence there is 
very likely to be a lack of uniformity. 
With the fraternals writing various kinds 
of policies, if the regulations differ in 
the several states it will mean a greater 
expense and more complications and 
general lack of harmony. 


Considered by Commissioners 


At the annual meeting of the National 
Association of Insurance Commissioners, 
Commissioner Smrha of Nebraska, who 
is chairman of the fraternal committee, 
called a hearing. There were present 
representatives of some of the leading 
fraternals, including President S. 3 
Hadley of the National Fraternal Con- 
gress. It was thought wise to have the 
commissioners appoint a committee to 
meet with a committee from the Na- 
tional Fraternal Congress and any out- 
side fraternals that desired to partici- 
pate with the purpose of drawing a 
model fraternal code which could be fol- 
lowed in the various states. The National 
Fraternal Congress drafted such a code 
a good many years ago, but it will have 
to be brought up to date. At least it 
was agreed that it could be a working 
model. Commissioner Smrha hoped that 
before the December meeting the joint 
committee could meet and draw up a set 
of regulations that can be presented. 


Some Opposed to Revision 


Opinion appears to be sharply divided 
on the project to rewrite the old code. 
Majority opinion probably is that the 
old model code, originally known as the 
“Mobile bill.” then rewritten and now 
termed the “New York conference bill,” 
badly needs complete redrafting, being 
thoroughly out of date. However, there 
are many fraternalists and apparently 
some commissioners who feel the old 
code is adequate and should not be tam- 
pered with for fear many beneficial fea- 
tures might be lost in any revision. 

Members of the joint committee have 
not yet been named. It is probable the 
committee when organized will work in 
cooperation with the fraternal law com- 
mittee of the American Bar Association, 
of which A. W. Fulton, Chicago, is chair- 


man. 

The Mobile bill dates back to 1910, the 
first conference on a fraternal code. The 
revised bill in its essentials is in force 
in all but 7 or 8 states, excluding New 
York, Illinois, Kansas, Nebraska and 
Iowa. The first two states have their 
own ideas of fraternal insurance control 
and supervision embodied in their codes. 

The outstanding provision lacking in 
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the old code in any adequate form is 
proper control of investments, such as 
is found in the more modern New York 
and Illinois codes. Next is greater lati- 
tude in policy provisions, such as nam- 
ing different beneficiaries than members 
of the immediate family. The old code 
also is considered not clear in important 
sections. Mr. Fulton considers the in- 
vestment regulation only superficial and 
the old code very largely obsolete. 


Fraternal Law Program for 
A. B. A. Meeting Is Prepared 


A committee on fraternal insurance 
law recently was appointed by Chair- 
man J. A. Miller of the insurance sec- 
tion, American Bar Association. The 
committee is composed of A. W. Fulton, 
Chicago, of Fulton, Fulton & Sheen, le- 
gal firm, chairman; A. E. Nelson, St. 
Paul, vice-chairman; R. F. Allen, To- 
peka, Kan.; Ed. L. Craig, Evansville, 
Ind; C. H. Grocer, Charlotte, N. C.; 
John M. Grimm, Cedar Rapids, Ia.; A. 
H. Hoffman, Des Moines, Ia.; F. M. 
McDavid, Springfield, Mo., and G. H. 
Wilson, Quincy, IIl. 

The new committee had its first meet- 
ing last week in the office of the chair- 
man, 33 North LaSalle Street, Chicago, 
with Messrs. Fulton, Allen, Craig, 
Grimm and Wilson attending. A pro- 
gram was prepared for a round table 
meeting of the committee in connection 
with the American Bar Association 
meeting in September. 


Fraternal Societies Confused 
with Mutual Benefit Outfits 


Fraternalists did not appreciate some 
of the inferences in an article in last 
week’s issue of “News-Week” dealing 
with the campaign started by the Post- 
office Department against mutual bene- 
fit assessment concerns. While the ar- 
ticle explained some of the bad practices 
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of these outfits, the uninformed reader 
would tend to confuse legal reserve fra- 
ternals with them and put them in the 
same category with the assessment 
groups. 

The article states that old established 
fraternal organizations have been run 
honestly for years but that graft has al- 
ways had a chance to creep in. It leaves 
the impression that the fraternals, like 
the benefit assessment outfits, have very 
little financial background. 

The last part of the “News-Week” 
story declares that the big fraternal or- 
ganizations have opposed all laws which 
would put mutual ‘benefit assessment 
concerns under regulation. Fraternal 
leaders say that their organizations are 
as anxious as the old line companies to 
prevent such outfits from being confused 
with legal reserve life insurance. 


John Sullivan Retires 


John Sullivan of Kansas City, Mo., 
who for many years has been a conspicu- 
ous figure at the meetings of the insur- 
ance commissioners, was absent at the 
annual meeting at Philadelphia. Mr. 
Sullivan was retired by the Modern 
Woodmen recently. He had acted as 
legislative counsel and public relations 
man. 








As SEEN FROM CHICAGO 





DINGLE TO OPEN OFFICE SOON 


A new agency of the Massachusetts 
Mutual will be opened about July 12 on 
the 32nd floor at One North La Salle 
street, Chicago, by John H. Dingle, 
partner with the late Norris H. Bokum 
for many years in the Bokum & Dingle 
general agency of the company in that 
city. Mr. Dingle has taken substantial 
space under an arrangement which will 
permit expansion when necessary. He 
soon will announce appointment of an 
associate general agent and supervisor. 
The office will be known as the John 
H. Dingle Agency. Mr. Dingle will not 
start from scratch but will have a sub- 
stantial volume of old policyholders to 
service and also is assured of consider- 
able new business from the start as he 
is taking along a number of large pro- 
ducers and many brokerage and surplus 
line connections. 

Among the agents going with Mr. 
Dingle are R. A. Pick, who has been 
connected with the Massachusetts Mu- 
tual 15 years and sells a large volume to 
the theatrical profession; H. K. Baker, 
who was leading agent in the Chicago 
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territory in 1936; E. C. Platter; J. W. 
Ensminger; Fannie Tisch, a leading 
woman producer connected with the 
agency for more than 10 years; J. H. 
Friend, who has had 10 years’ service, 
and Frank Pagenkopf, also a large pro- 
ducer connected with the office about 
seven years. Mr. Platter, a former 
president of the Chicago Association of 
Life Underwriters, is observing his 40th 
year with the Massachusetts Mutual. 
Mr. Baker has been a consecutive weekly 
producer for about five years. The 
cashier’s department will be centrally 
located in charge of Miss Georgia E. 
Cunningham, who has been cashier for 
the company in other cities for about 
10 years. The Dingle agency will be 
outfitted with new furniture and equip- 
ment. 
oi ok 
JONES OPENS NEW OFFICE 


Morgan Jones, formerly of Chicago, 
has opened an accident and health office 
for the Federal Life & Casualty, known 
as the Century Policy Department, in 
the Elgin Tower building, Elgin, Ill. He 
entered insurance work in 1920 as an 
agent of the New York Jife in Florida. 
He served as Chicago general agent of 
the Pan-American Life and as life man- 
ager of Bowes & Co. of that city. He 
also had accident and health experience 
in that city with the Continental Cas- 
ualty and Federal Life. 

ke oe 
TO FORM HANDBALL LEAGUE 


There has been considerable increase 
during the past year in interest in hand- 
ball among Chicago insurance men. 
Plans are being made for a league next 
winter and a schedule. Since there is 
an insurance bowling league, basketball 
league and softball league, it is thought 
that the hand ball fans should also or- 
ganize. Chicago insurance men inter- 
ested in the game should communicate 
with P. W. Freilich, National Fire, sec- 
ond floor Insurance Exchange. 

*x* * * 
LAWYERS INSURANCE CLUB LIST 


L. A. Stebbins, 33 North LaSalle 
street, Chicago, president of the Chi- 
cago Life Insurance Lawyers Club, has 
announced the program for the coming 
season, the first meeting starting in 
September. President Stebbins states 
that insurance lawyers from out of the 
city not members of the club are cordi- 
ally invited to attend if they happen to 
be in Chicago. The meetings are held 
at the Union League Club starting with 
a dinner at 6 p. m. The program is as 
follows: 

Sept. 14—Paper, Wendell J. Brown, 
“Declaratory Judgments”; story, Col. C. 
B. Robbins, general counsel American 
Life Convention; current decisions, E. S. 
Price. 

Oct. 12—Paper, G. C. Reeves, associate 
counsel Lincoln National Life; story, H. 
L. Ekern; current decisions, H. B. Gold- 


stein. 
Nov. 9—Paper, Prof. Harold Havig- 
hurst, Northwestern University Law 


School; story, Frederic Burnham, 231 S. 


La Salle St.; current decisions, Owen 
Rall. 
Dec. 14—Paper, A. W. Fulton; story, 


Tom Leeming; current decisions, Ray- 
mond Olson. 

Jan. 11—Paper, Arthur S. Lytton; story, 
A. A. McKinley; current decisions, D. T. 
Winder. 


Feb. 8—Paper, Henry S. Moser; story, 


George TT. Evans; current decisions, 
Paul E. Keller. 
Mar. 8—~Paper, F. J. Hurley; story, 


Hugh T. Martin; current decisions, J. F. 
Kutak, Federal Life. 

April 12—Paper, Maurice E. Benson, 
attorney American Life Convention; 
story, Hayes Kennedy; current decisions, 
John R. Montgomery, Jr. 

May 10.—Paper, David J. Kadyk; story, 
L. A. Stebbins; current decisions, M. G. 
Seeley. 

* * * 


BRENNAN AGENCY CELEBRATES 


Agents of the J. H. Brennan agency 
of the Fidelity Mutual Life in ‘Chicago 


Brennan, who was an agent of the fj 
delity Mutual, starting in the agency j 
1924, was appointed manager. He hy 
been the leading producer for eight y 
nine years. His birthday anniversar 
comes in July so the anniversary cop, 
test is being promoted during the mont} 
by the men themselves. When \M; 
Brennan took charge there was one ac. 
tive agent. Now there are 10. June wa 
the best month the agency has had fo 
some time. 


“March of Time” Leads the 
Magazine to Strange Path 





(CONTINUED FROM PAGE 12) 


the companies do not like to sell them’ 
Life companies do like to sell term insur. 
ance where it is indicated—and goo 
term contracts can be had from prac. 
tically all life companies. The companies 
merely do not recommend term insur. 
ance under all circumstances—an atti- 
tude supported by the President’s com. 
ments above. 

“Harper & Brothers have just pub. 
lished a book, ‘Life Insurance Speaks for 
Itself,’ author, M. Albert Linton, presi- 
dent of the Actuarial Society of America, 
President Linton answers with authority 
the fallacies implicated in your article, 
If any policy owner has become really 
alarmed as to the security or scientific 
soundness of legal reserve life insurance 
in America, and will write to the Na- 
tional Association of Life Underwriters, 
11 West 42d street, New York City, on 
or before July 15, 1937, on his or her 
letterhead, stating in what company or 
companies his policies are held, and out- 
lining the reasons for his said alarm, a 
copy of President Linton’s book will be 
sent, postage prepaid—with the compli- 
ments of the association. 


Information for All Inquirers 


“Although we do not believe that 
many are thus alarmed and will request 
the book, nevertheless good business 
judgment dictates that the offer be 
limited to the first 500 requests—if so 
many are received. In any case, all in- 
quirers will receive full information on 
any questions propounded, since our 
association exists primarily for the pro- 
tection of the insurance-buying public.” 

The trustees of the National Life 

Underwriters Association issued a state- 
ment in regard to the “Time” article, 
which says: 
“We believed it to be unfair because 
of its hostile and cynical attitude toward 
the business of life insurance; inaccurate 
in that it contained statements which are 
false; misleading because of its one- 
sided character, little or no attempt 
being made to present both sides of any 
of the questions discussed.” 


Nebraskans’ Hopes Revived 


LINCOLN, NEB., July 1.—Life in- 
surance men have been greatly cheered 
by improved crop prospects, and antici- 
pate a large business in the rural sec- 
tions if present hopes are fulfilled. It 
is estimated that from 75 to 85 percent 
of the rural policies issued in Nebraska 
have lapsed the last six years, from the 
combined effects of the depression and 
three years of short crops. 


Toledo “Union” Elects 

The Industrial Life Insurance Agents 
Union of Toledo, recently organized, has 
elected as president George Wagner, 
Western & Southern Life. Stanley Dow- 
ling, Prudential, is vice-president; 
Thomas Haydock, Prudential, recording 
secretary; Fred Ryno, Life of Virginia, 
financial secretary; Lee St. John, West- 
ern & Southern, treasurer, and George 
Abbott, Prudential, sergeant-at-arms. 





Carl Adams, Cleveland manager of 
the Ohio State Life, this week con- 
memorated his 37th anniversary with 
that company. He was appointed man- 
ager at Lodi, O., after serving several 





are celebrating his second anniversary 





as. manager. Two years ago in July, Mr. 


years there as an agent and was made 
manager of the Cleveland branch in 1914. 
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SALES IDEAS AND SUGGESTIONS 
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Build Up Ego of Prospect 


and Help Him to Worry 








Build up the ego of prospects and help 
them worry, two speakers at the annual 
meeting of the Chicago C. L. U. chap- 
ter counselled. These were P. W. Cook, 
“millionaire”? producer of the Drew 
general agency, Mutual Benefit, Chi- 
cago, and D. M. Phipps, superintendent 
of agencies Continental Assurance. 

Mr. Phipps told of analysis of 100 re- 
cent cases of his company’s six best 
trained agents that were lost through 
some fault in the interview. The home 
office men analyzed the interviews in 
these cases as reported by the agents 
and came to the conclusion that the 
faults arose over handling the ego of 
the agent and the prospect. 


Offend Prospect’s Ego 


In many cases, Mr. Phipps said, the 
prospect’s sense of importance is antag- 
onized or offended by the agent who 
spends the interview building up his 
own ego. Mr. Phipps said the commis- 
sion derived from a closed case should 
be enough to satisfy the agent’s ego and 
he should be content to let the pros- 
pect be the most important man in the 
interview. 

The first rule derived from this study, 
therefore, was: Avoid building up the 
agent’s ego at the expense of the pros- 
pect’s ego. 

The prospect’s concentration on him- 
self and his family—his own interests— 
is one of the most important factors 
to the sale, Mr. Phipps said. The pros- 
pect desires to. feel and be important, 
and the agent should not detract from 
this thought. In every sales interview, 
he said, there always is the problem of 
adjustment of the prospect’s and agent’s 
egos. 

Are Helpful 


He suggested agents make a definite 
effort to build up the prospect’s ego, to 
find something on which to compliment 
him. Third, he said, the agent should 
build faith in the prospects’s intention 
and ability to go further in the program 
as suggested. Then it is a relatively 
simple matter to capitalize on the pros- 
pect’s desire to be a “big shot” and to 
sell him the additional insurance that 
often is a part of the complete program 
and eventually will be proposed. 

The results of the survey have not 
been thoroughly checked but the agents 
went out on four cases after receiving 
suggestions in line with the conclusions 
in the study and closed two of them. 


Recent Surgical Case 


Mr. Phipps told of a surgical miracle 
that recently was reported in a Chicago 
newspaper involving a man who under- 
went a brain operation for a growth, 
having a large part of the brain re- 
moved, and later got a job as salesman 
with a manufacturing concern there, 
sold a quarter million of orders in a 
few days and forced the factory to en- 
large. Mr. Phipps said clinical study 
of the man showed he had lost all sense 
of fatigue, had gained in persistency and 
also had lost -his ‘self-consciousness. 
Mr. Phipps said if there were no other 
ill effects from such an operation, many 
agents would do well to have the job 
done if they could be assured of the 
same beneficial results. 

Mr. Cook gave several sales ideas in 
brief. He said one of the best ways 
to get business today is to go around 
and help prospects worry. Before de- 
pression many wealthy men were worry- 
ing as to how they would make their 
next million: During the depression 
time, he said, they worried about the 


Compliments 





millions they had lost and the possibility 
of losing more. Right now the main 
concern is the rapidly increasing cost 
of taxation. This, Mr. Cook said, has 
more conversational possibilities than 
ever before. 

“People are worrying about every- 
thing ‘but life insurance,” he said, “and 
we can capitalize on that fact.” 

E. M. Schwemm, Illinois manager 
Great-West Life, was advanced from 
vice-president to president, succeeding 
M. L. Buckley, Provident Mutual.@Mr. 
Cook becomes vice-president and B. J. 
Groves, Travelers, secretary-treasurer. 


National President Talks 


A. J. Johannsen, Northwestern Mu- 
tual, Chicago, president National chap- 
ter C. L. U., discussed the national di- 
rectory of C. L. U. and the question 
being considered now by officers and 
directors whether names of C. L. U.’s 
not in good standing should be elim- 
inated. Reports were given by Dave 
Dawson, Mutual Trust Life, program; 
Helen Thomas, Equitable of New York, 
retiring secretary, who noted 109 active 

: U.’s_in Chicago today; Mr. 
Schwemm, educational; W. H. Gillespie, 
Mutual Trust Life, on membership, not- 
ing an increase of 19 since July, 1936, 
and Frederick Bruchholz, agency direc- 
tor New York Life, past president Chi- 
cago Association of Life Underwriters, 
as executive chairman of the C. L. U. 


Direct Mail Returns 


Over 11 years ago the Union Central 
Life established a direct mail department 
in the home office to help agents in 
prospecting. The first agent to take 








advantage of it was given a code num- 
ber 1, used in keying reply cards. Agent 
No. 1 still makes use of this department 
in his prospecting, regularly sending in 
lists of names to be followed up. Dur- 
ing that time he has been producing 
over $500,000 a year. 

Accurate comparison of the returns re- 
ceived from various letters kept by the 
department shows an average percentage 
of replies to letters mailed ranging from 
3 and 4 percent to a recent return of 34 
percent. This latter letter used in two 
test mailings offers a social security 
booklet for keeping an _ individual’s 
record of his payments made under the 
social security act. Returns for this let- 
ter have been the highest of any mailing. 
When the agent delivers the book after 
making a phone appointment, he has 
found the prospects responsive in giving 
facts that enable him to go back later 
with a definite insurance proposition. 

One agent has used the list of 3,000 
members of the local chamber of com- 
merce, sending about 150 letters a week 
which he follows up by personal call. 
After sending a letter to the entire list, 
he starts over the same group with a 
second letter. He has been producing 
from $500,000 to $1,000,000 for the last 
five years. 

The agents secure and furnish the 
home office the mailing list, paying only 
the expense of first class postage for the 
letters. The company bears all other 
cost of multigraphing and filling in the 
letters as well as mailing. 

Letters outlining definite insurance 
policies have been used and while the 
percentage of return is usually less, 
around 4 percent, the agent gets a better 
prospect in that the person answering is 
favorably inclined to taking the policy 
described. 


Florida Investment Bill Signed 


Governor ‘Cone of Florida has signed 
the bill authorizing insurance carriers 
of all kinds to invest in stock of the 
federal home loan banking system. 





Production Pointers Presented 





Production pointers covering various 
aspects of the sale were presented by 
leading agents of the Lincoln National 
Life at a regional convention at Atlantic 
City. 

Every successful life agent must have 
some centers of influence or sources of 
prospects, said R. R. Roth, Fort Wayne, 
Ind. Mr. Roth’s family has proved to 
be one of his best sources of prospects. 
His wife is a close observer of the news- 
paper and calls attention to conditions 
which arise and create a need for insur- 
ance. His daughter in high school pro- 
vides needs regarding her classmates. 
Another daughter reports cases in which 
the parents are especially indulgent in 
providing for their children, which of 
course indicates they will be interested 
in protecting them with life insurance. 


Policyholders Solve Problem 


Policyholders are a recognized aid in 
prospecting, said G. E. Bennett, Cleve- 
land. Solving the prospecting problem 
predicates success in selling life insur- 
ance and old policyholders offer the best 
solution. If the client has been thor- 
oughly sold he will be proud of his judg- 
ment and be willing to suggest new 
prospects. Building a permanent clien- 
tele is having not only satisfied policy- 
holders, but having them eager to tell 
others how they have solved their prob- 
lems through life insurance, said Mr. 
Bennett. 

By selling policies to cover the pros- 
pect’s particular needs so that he is 
thoroughly satisfied, the agent does 
more in building his clientele than if he 





would take every opportunity to sell a 
larger commission policy for the sake of 
the remuneration. The policyholder 
should ‘be sold on the idea of getting 
his relatives or friends to invest their 
money in the same secure proposition, 
he said. 

Although the life insurance is old and 
the principles well established, condi- 
tions continually change, making it 
necessary to modify sales technique to 
meet new situations, said R. JI. Schu- 
mann, Charleston, W. Va. In using the 
company’s direct mail plan, Mr. Schu- 
mann selected 25 prospects among those 
whom he had been able to sell during 
the past. He mailed a total of 67 pieces 
and wrote 10 cases for $81,500. He feels 
that the best source of prospects for 
direct mail is the procrastinators lying 
dormant in prospect files. 


Gets Prospect to Buy 


C. B. Jordan, Fort Wayne, Ind., be- 
lieves in letting the prospect buy insur- 
ance rather than sell him. A man buys 
because he is interested and he wants 
the insurance. He should be told how 
the plan is going to be of help to him 
and what he can accomplish with it. It 
is possible he»may never have thought 
of life insurance except as a method of 
creating an estate and. never realized the 
great advantages of.settlement options. 
He recognizes the ¥alue of this new use 
and becomes interested. Much of the 
older business on the books has not 
been serviced. fom. settlements. This is 
especially true group policyholders. 


This service keeps the agent in good 











C.L.U. NEWS 


LOS ANGELES CHAPTER ACTIVE 


The Los Angeles C. L. U. chapter re- 
ports 73 enrolled. The organization has 
concluded an active year, there having 
been 60 in the institute classes, 41 pre- 
senting themselves for 82 sections of the 
examination. Between 10 and 15 are 
taking their last installments. The in- 
stitute was opened in 1933 to assist local 
life men to get the C. L. U. degree. 
Jack White has been head of the insti- 
tute, he being the new president of the 
Los Angeles chapter. 

A number of well known general 
agents, attorneys and utility executives 
have addressed the chapter during the 
year. Taxation has been stressed. Mr. 
White reported that he believes there 
are more C. L. U.’s in Los Angeles in 
proportion to population than any other 
large city. 

Other officers are: R. L. Hoghe, vice- 
president; R. L. Altick, secretary-treas- 
urer and L. L. Archibald, H. W. Dou- 
gher, F. W. Pierce and Ron Stever, di- 
rectors. 





* * x 
PHILADELPHIA C. L, U. ELECTIONS 


Election of officers and the appoint- 
ment of chairmen for the Philadelphia 
C. L. U. chapter has taken place. They 
are the following: 

President, E. L. Reiley, Penn Mutual 
Life; vice-president, R. N. Stouffer, 
Massachusetts Mutual Life; treasurer, 
M. R. Wallis, Equitable Life of Iowa; 
secretary, E. H. Preston, Jr., National 
Life of Vermont. Committee chairmen 
are: Educational, Mr. Stouffer; library, 
Theodore Widing, Provident Mutual 
Life; luncheon, Franklin Stull, Penn Mu- 
tual Life; program, E. J. Murphy, 
Equitable Life of New York; publicity, 
Alice E. Roche, Provident Mutual Life. 


STUDIES SOURCES OF BUSINESS 


Dwight Sayward, general agent at 
Portland, Me., for the John Hancock 
Mutual, obtained some interesting per- 
centages from a study of the source of 
business produced during 1936 by four 
of his agents. Only 7 percent of the 
business resulted from cold,.canvass; 28 
percent was written on friends or ac- 
quaintances; 26 percent, was attributed 
to the “center of influence’ or endless 
chain” method; 39 percent was written 
on old policyholders, relatives or asso- 
ciates of old policyholders or other com- 
pany contacts. ‘ 

In 21 percent of the cases, the agent 
knew the prospect intimately and in 58 
percent he knew him well: enough to 
call him by his first name: Eighteen 
percent of the cases came’ through a 
definite reference given the\ agent with 
an introductory card or letter, or per- 
mission to use the name of the person 
supplying the information, or with com- 
plete information about the prospect and 
his financial condition. 








spirits and keeps him working on the 
inside track, said Mr. Jordan. 

L. E. McLaughlin told how he sold 
21 salary continuance plans in April 
and May. He explains the usual method 
of saving money, with the difficulties in- 
volved to provide an oid-age income. 
Then he explains that he has a plan that 
does not require a large monthly deposit 
and that it provides that.the company 
pays the deposit in case the prospect is 
totally disabled and the principal is paid 
his wife in case of hig premature death. 
Life -insurance guarantees the creation 
of the; estate. It fits thé policyholder’s 
pocketbook and offers a flexible plan of 
salary continuance. roe en 
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News ABOUT 


LIFE POLICIES 








New Policies, Premium Rates, Dividends, Surrender Values, and all Changes 
in Policy Literature, Rate Books, etc. Supplementing the “Unique Manual. 
Digest” and “Little Gem,” Published Annually in May and March respectively. 


PRICE, $5.00 and $2.00 respectively. ~ 





General Revision Is Made 


Ohio National Announces. Policy, Rate, 
Dividend Action to Be Effect- 
. ive Aug. 1 


Important changes have been made by 
the Ohio National Life in its rate book, 
effective Aug. 1. The loose-leaf prin- 
ciple has been abandoned to reduce the 
size. 

The personal life income policies were 
discontinued July 1, and the minimum 
contract accepted on the annual pre- 
mium retirement annuity plan is re- 
duced to one-half unit. 

Policies issued only on the non-par- 
ticipating plan are 10 year endowment 
and 10 pay life, 15 year endowment, ad- 
justable whole life, modified life (10), 
guaranteed annuity, 20 pay G fe er 
joint life, juvenile and annuities. The 
three year term policy is being discon- 
tinued. All other policies will be issued 
on both participating and non-participat- 
ing plan. 

Dividends on participating policies 
will be payable at the end of the first 
year, provided the full second premium 
is paid. All participating rates will be 
changed; only minor changes are being 
made in non-participating rates, except 
for retirement income contracts. 

Settlement option No. 3 is being 
placed onan annuity table, lowering in- 
come amounts, with different returns for 
males and females. Maturity values for 
the retirement income policy are being 
similarly changed. Income provided 
under annuities is being reduced slightly, 
the rates being: those used at present, 
but at one agé lower. 


Life and Accident-Health 
Combination Policy Offered 


The Great Northern Life has issued a 
new series of “complete protection” 
policies, offering a combination of life 
and accident and health insurance. The 





life portion will be endowment at 85, 20- 
payment endowment at 85 or life ex- 
pectancy term. The regular rates in the 
life rate book will apply for the life 
portion. The combination is not writ- 
ten for classifications in the accident 
manual lower than A. While it is re- 
ferred to as a combination form, individ- 
ual life and accident and health policies 
are issued and placed in one envelope. 
For a 20-payment endowment at age 
85, taken at age 35, the annual premium 
for the combination is $123.78, provid- 
ing $2,500 for death from _ sickness, 
$5,000 for accidental death, $7,500 for 
public carrier accident and $100 a month 
for accident or confining sickness total 
disability. ’ 
For accident total disability half in- 
demnity is paid for the first 15 days and 
regular monthly indemnity thereafter 
for life, with four-fifths partial for a 
limited period. Half indemnity is also 
paid for confining sickness or the first 
15 days with full indemnity thereafter 
for life and four-fifths non-confining for 
six months, and 50 percent additional 
for hospital, either accident or sickness. 
All premiums are waived in case of per- 
manent total disability. Cash, loan and 
paid up values are provided, with 31 
days of grace for payment of premium. 
Combinations of $75 a month indem- 
nity, $2,000 natural death and $4,000 ac- 
cidental death; $50, $1,500 and $3,000 or 
$25, $1,000 and $2,000 are also issued. 


North American of Canada 

The North American Life of Toronto 
announces that, excepting for single pre- 
mium policies, the present scale of policy 
dividends will be continued until further 
noticé: Under certain single premium 
policies’ there is to be some reduction 
effective this month. 


Ruana General Agent 


G. A. Ruana has become general agent 
of the Provident Life of Bismarck, 
N. D., at Everett, Wash. He formerly 
for many years represented the Provi- 
dent at Bentley, N. D. A few months 
ago he moved to Everett. 
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Scan Effects of 
Bahamas Scheme 


(CONTINUED FROM PAGE 1) 


000 from his net taxable income. If he 
were in the 6624 percent bracket, his 
federal income tax would be $40,000 
less than if he had had to include the 
$60,000 in his net income. At the same 
time, of course, he would be out $60,000 
he had paid as policy loan interest but 
this would be added to his life insurance 
policy each policy year and would come 
back to his estate on his death. 


Needn’t Wait for Death 


While it was not brought out by the 
Treasury Department, there is another 
obvious benefit to be gained by such an 
arrangement: the policyholder would 
not have to wait until death for the face 
amount plus interest to come back to 
his estate. He could have it arranged 
to come back to him as an annuity or in 
installments after his retirement from 
active business. This would enable him 
to Gvoid having an excessively high tax- 
able income during his relatively short 
period of maximum earning capacity and 
in effect send the money ahead so that 
it could come back to him when he 
would be in an income bracket where 
the government’s share would not be so 
large. 

From the estate tax angle the Ba- 
hamas plan offers no help to the wealthy 
man, as undoubtedly all the participants 
had their full $40,000 exemption before 
going into it. While it is true that 
there is no estate tax where the dece- 
dent had divested himself of all inci- 
dents of ownership, yet the giving up of 
ownership would void the policyholder’s 
right to tax-exemption on the policy loan 
interest he had paid. 


Complete Denver 


Speaking Program | 


(CONTINUED FROM PAGE 1) 


V. Youngman, Mutual Benefit, 
York, 

Also Charles J. Zimmerman, Con- 
necticut Mutual, Chicago; Paul C. San- 
born, Connecticut Mutual, Boston; Paul 
W. Cook, Mutual Benefit, Chicago; 
Walter G. Gastil, Connecticut General, 
Los Angeles; Walter N. Hiller, Penn 
Mutual, Chicago; Joseph L. McMillin, 
Mutual Life of New York, Baltimore; 
and Miss Ellen Putnam, National Life 
of Vermont, Rochester. Milton Elrod, 
Jr., of the Insurance R. & R., Indianap- 
olis, will also appear on the seminar 
sessions. 

These, together with those of the two 
outside speakers and five home office 
officials already announced, include all 
those who will appear on the main con- 
vention sessions. Presiding at the three 
general meetings will be Theodore M. 
Riehle, Equitable Society, New York, 
president of the National Association; 
O. Sam Cummings, Kansas City Life, 
Dallas, vice-president and chairman pro- 
gram committee; and Holgar J. John- 
son, Penn Mutual, Pittsburgh, national 
trustee. 


G. K. Sargent of 
Mutual Life Dies 


(CONTINUED FROM PAGE 3) 


convincing, were not of the whirlwind 
“inspirational” type. Mr. Sargent did 
almost no public speaking except for his 
addresses at company gatherings. 
Always a conservative on the subject 
of experiments with new policy con- 
tracts, Mr. Sargent opposed any tend- 
ency away from the standard con- 
tracts particularly in the direction of in- 
creasing the investment aspect. He fre- 
quently said that “a life insurance com- 
pany is not a bank.” He felt that new 
or “special” policies brought with them 
the danger of being misunderstood by 
the public and by the agents. Mr. Sar- 


New 





gent believed that the ordinary life po 
combined protection and investment 
the most desirable proportions and ¢ 
through the use of settlement optig 
could be made to fulfill the same f 
tions as the more specialized policj 

After going to the home office 
1902 as inspector of agencies Mr. § 
gent became successively deputy sup 
intendent, assistant superintendent 
agencies, superintendent of agencies, a 
ing manager of agencies, in 1926 seco 
vice-president and manager of agengcj 
and in 1931 vice-president and mana 
of agencies. 

Surviving are his wife, a daught 
Mrs. W. C. Cooke; a son, George 
Sargent, Jr. 

Mr. Sargent was born in Charlestoy 
Mass., Feb. 28, 1873. 


To Supplement Security / 


Texas Corporation Works out Insu 
Plan That Will Take Care 
of Employes 


Over 95 percent of the 26,000 
ployes of the Texas Corporation 
subsidiaries have voted in favor of 
group life insurance and pension pla 
The group pension plan was designé 
to supplement the old-age benefits und 
the federal social security act and p 
vides for past as well as future servic 
Group life insurance replaces a selfei 
sured death benefit plan in operatis 
since 1919. The Texas Corporation 
the largest employer to adopt a p 
ot this kind since the federal soci 
security act was declared constitutio 
While the plan was negotiated and w 
be administered by the Travelers, wit 
that company carrying all the life inst 
ance, one-third of the pension cover of 
each employe is underwritten by th 
Aetna Life and one-third by the Equiti 
ble Life of New York. 

Group life insurance certificates 
be for an amount approximately on 
year’s pay. Those earning less than $1 
a month will receive their life insurane 
free; those earning $125 or more 
month will share the cost of the lif 
insurance with the employer. 

All employes except those immedé 
ately eligible for pensions will contrib 
ute toward the cost of pensions. Th 
will be available to employes when thé 
reach age 55 to 65. Those retiring 
55 will, of course, accept lower pension 
than those remaining until 65. The pem 
sions will be payable as long as the pen 
sioner lives, and may be made payable 
for as long as either the pensioner of 
designated dependent lives. Where bot 
pensioner and dependent are covered tht 
monthly benefit is lower. 


Extend in Downstate Illinois © 


De Barry & Williams, general agent 
Lincoln National Life, 222 West Adamié 
street, Chicago, have opened a distri¢ 
office in Springfield, Ill., with Hows 
Austin as manager. Mr. Austin ff 
cently resigned as chief deputy coun 
clerk there. The downstate develop 
ment under direction of L. A. Williams 
who recently joined C. D. De Bat 
in the agency is progressing steadily: 
Mr. Williams formerly for eight ye 
was general manager of the County 
Life, Chicago, which had a phenomenal 
growth under his direction. He is afl 
able field organizer and life insurance 
salesman as well as executive. 


Seeks to Tax Annuity Premiums | 


The state of Colorado has filed @ 
test case in Denver against the Con 
necticut General Life to ascertain legal 
ity of its right to collect a 2 percent ta® 
on annuity premiums. The suit, for 
$1,700, alleges this sum is due the state 

If the state wins the suit, it will ad 
about $200,000 to the amount collected 
by the state annually from insurance 
companies. Only a few small compa 
nies are paying the tax on annuity prem 
ums at present. Colorado gets about 
$750,000 annually from the companies. | 





